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THIS MAN 


stands between your business 
and loss from 


* DISHONESTY 
* DISAPPEARANCE 
* DESTRUCTION 


itt pool one fd fi 


WHY? Because he knows how 


to give your business protection 
against loss from commonly -occur- 
ring employe dishonesty, the dis- 
appearance or destruction of money 
and securities . . . with the Compre- 
hensive Dishonesty, Disappearance 
and Destruction Policy. 


The “Three D” policy does away 
with several policies and bonds. . . 
some perhaps overlapping . . . others 
so widely separated as to leave dan- 


gerous loopholes. 


ASK THIS MAN... Your local 
U.S.F.& G. Agent . . . about this 
convenient package of insurance 


protection. He knows what your in- 


surance problems are. He is trained 
to recommend the coverage that 
meets them. Why not consult him 


today? There is no obligation. 


U. &. F. & G. 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 


“Consult your Insurance 


Agent or Broker 


as you would your 
Doctor or Lawyer.” 





How to get specific recommendations on 


YOUR BANK’S 


f pore business and economic 


conditions are undergoing sig- 


nificant changes. You will want to be 
sure your bond account is analyzed 
now with a view to the conditions 
that lie ahead. 

In making specific recommenda- 
tions to your bank on the composition 
of its bond account, our specialists 
evaluate the following factors— 

Volatility of deposits—liquidity of 
bond account —trends in loans and 
deposits —nature of deposits —pros- 
pects for loan expansion —Treasury 


and Federal Reserve policies — tax 
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regulations—interest rates—earnings 
—and general economic trends. 
After careful study, our Bond 
Department draws up a detailed 
analysis which recommends what to 
buy and what to sell. In addition, we 
can advise you on the arrangement 
of maturities, and suggest switches 


from one issue to another as market 


BOND ACCOUNT 


movements provide favorable oppor- 
tunities. 

We will be glad to give you specific 
recommendations for your bank, 
Simply write Bond Department, 
Bankers Trust Company, 16 Wall 
Street, New York 15, to make the 
necessary arrangements. There is no 


charge or obligation. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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From one banker This will indicate that on the 
2nd of January we will have had 
an account with The First National 

te another. ee Bank for 75 years. It may seem a 

long time, but I have never had 
an occasion to note during all 
these years a more pleasant 
relationship, and I know of no 
reason why this should not 
continue for many years more. 99 


Your bank is cordially invited to use The First National Bank 
of Chicago as your correspondent. 
Every effort will be made by us to promote and maintain the kind of 


helpful cooperation that brings us letters like the one quoted above. 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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takes® only one 


A devastating earthquake usually strikes without warning. 
Result: huge property losses...widespread chaos. 
Embezzlements also hit without advance notice. And 
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only one such loss may be sufficient to topple a going 
business. 







RAND MONALLY & COMPANY Moral for bankers: before granting loans to commer- 


NEW YORK CHICAGO SAN FRANCISCO 
EDITORIAL AND BUSINESS OFFICE 


536 South Clark Street 
Chicago 5, Illinois 






cial or industrial enterprises, always make sure that they 











are adequately protected against the ever-present risk 
| of employee dishonesty. 
















Acme Sine . . Cain sO ee The F&D representative in your community will gladly 
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A New Era In 


‘TRAVELERS CHEQUE PROMOTION 


Biggest Magazine-Newspaper Campaign Ever Launched 


for American Express Travelers Cheques 
Reaches 40,000,000 Circulation 


An intensive campaign to attract mil- 
lions of new buyers of American Express 
Travelers Cheques is blanketing the coun- 
try. Month after month, eye-catching ad- 
vertisements in national magazines and in 
metropolitan newspapers in every large 
city are urging people everywhere to 
carry American Express Travelers Cheques 
whenever they travel—thus creating new 
customers for your bank. 


Nation-wide Coverage — American Ex- 
press Travelers Cheque advertisements 
appear consistently in Life, Collier's, The 
Saturday Evening Post, with seasonal high 
spots in Holiday, Time, and National 
Geographic. They also appear in 101 Sun- 
day newspapers in 92 cities. This strong 
combination reaches families in every 
market from coast to coast. 
Hard-selling Ads— These American Ex- 
press Travelers Cheque quarter-page ad- 
vertisements are illustrated by such noted 
cartoonists as Ted Key, Whitney Darrow 
Jr., and Helen Hokinson. High readership 
is assured, because more men and women 
read comic cartoons than any other reg- 
ular feature. 


Full-page, Full-color—Supplementary 
full-page advertisements will highlight 
the campaign in April and June. These 
advertisements, to appear in Life, Collier's 
and The Saturday Evening Post, will use 
full-color human interest paintings by 
famous Saturday Evening Post cover art- 
ists George Hughes and Steven Dohanos. 


Throughout the year, appealing car- 
toon advertisements like these in varying 
sizes are promoting your sales of Amer- 
ican Express Travelers Cheques in Life, 
Collier's, The Saturday Evening Post, 
and 101 Sunday newspapers. 
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A Complete Brochure should 
reach your bank in April. It 
contains a wide selection of 
promotion pieces. If, for any 
reason, you do not receive your 
brochure, write to: 

W. H. Stetser, Vice President, 
American Express, 

65 Broadway, 

New York 6, N. Y. 


Promotion Aids Now Available to Help 


You Serve Regular Customers and Win New Ones 


A complete portfolio of available promotion pieces is being mailed to 
every one of our bank agents. The pieces are designed to tie in closely 
with the national advertising for American Express Travelers Cheques 
... using the same appealing cartoons and full-color paintings. Some 
of these sales aids include: 


Posters by George Hughes and Steven Dohanos 
Attractive statement enclosures 

Blotters for bank counters and writing tables 
Placards and display suggestions 

Mats for local newspaper advertising 

Radio commercials for local stations 


With our consistent and intensive national campaign, we are confident 
you can look forward to a real increase in new customer demand for 
American Express Travelers Cheques. We have tried to design in- 
tegrated, local aids that will help you obtain a good share of increased 
American Express Travelers Cheque business. We trust you will like 
them and will feel free to order all you can use. 
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It’s the telephone address of 

The Philadelphia National Bank— 
and a much-used tool 

of business and banking. 


You’d be surprised at the number 
of times we unblocked a commercial 
banking barrier in the course of 

a three minute ’phone call. 


Our correspondents in all parts of the country know 
that when they need action, usual or not-so-usual, 
a call to this number starts things happening —fast. 


How about your bank—won’t it benefit by 
cooperation both experienced and dependable? 


Foe (46 Gears —anking for Guscntte 


THE PHILADELPHIA NATIONAL BANK 
Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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When Brightness Is Controlled— 
Accuracy And Speed Improve 


By G. R. MORROW 


Vice President in charge of sales 
Curtis tighting, Inc., Chicago, Illinois 


T APPEARS that foot-candles 

have received relatively too much 
attention and brightness far too lit- 
tle, considering their relative impor- 
tance in lighting banks for seeing. 
One reason is that foot-candles are 
easy to measure while the measure- 
ment of brightness requires a more 
complex device and generally more 
effort. Another primary reason is 
that it is easy to make a sweeping 
foot-candle recommendation on the 
work plane or work area. 

In planning ideal working condi- 
tions, it must be remembered that 
comfort, psychological atmosphere, 
and physical well-being are all af- 
fected by our immediate surround- 
ings. Lighting equipment, to pro- 
duce light with comfort, must re- 
ceive assistance from wall decora- 
tions, interior finishes, and furnish- 
ings. Brightness ratios are fully de- 
pendent upon these factors. 

Good seeing conditions demand 
proper control of brightness not 
only on the work but throughout 
the entire field of vision. The visual 
field of a worker is not limited to 
the checks on the table. It extends 
to the adjacent wall, to the floor, and 
to the ceiling. It extends to the en- 
tire area as seen by the worker 
when he raises his eyes from time 
to time. 

The proper selection of colors for 
the walls, floors, and furniture and 
of low-brightness lighting equip- 
ment becomes of utmost importance 
in eliminating severe contrasts and 
glare that causes eyestrain and slow 
the worker’s mental and physical 
processes. 

High visibility, ease of seeing, and 
good seeing conditions are over- 
whelmingly the result of good 
brightness engineering. That is why 


our entire sales force has been 
trained to determine brightness 
ratios, and reflection factors. Only 
by testing can these factors be de- 
termined. When they are known, 
corrective measures can be applied. 
Foor coverings and wall decorations 
can be specified and machine colors 
and finishes can be adjusted. 

Darkness is just as definitely a 
sensation as brightness. Darkness 
is distracting, and dark surround- 
ings can cause obvious annoyance 
and obvious discomfort just as a 
glaring light source does. The effect 
of the color of walls, ceiling, floor 
and room furnishings on illumina- 
tion efficiency is therefore one of the 
important considerations in elim- 
inating monotony, reducing fatigue, 
increasing alertness, and improving 
quality of work, 


The following table gives recom- 


mended Brightness Ratios for office 
lighting. Note that the task is al- 
ways greater than the surroundings. 
Basically, the surroundings may be 
as bright as the work or less bright, 
but never brighter. 


Areas 
Task and adjacent areas 
Task and more remote 
areas 
Task and adjacent areas 
to luminaire or window 
Maximum anywhere 


Ratio 
3-1 
10-1 


20-1 


40-1 


These ratios are determined by spe- 
cial instruments. 

When changes are needed, they 
are brought about by changes in the 
lights, ceiling, walls, floors, furni- 
ture, or machines. 


A most important factor concern- 
ing the immediate surroundings is 


Trust beneficiaries are at ease in these properly lighted and equipped quarters of 


The Chicago Title and Trust Company. 
7 





Six Steps Which Improve 
Employee Efficiency 


1. An adequate amount of light 
is provided on the work—on the 
machines, on the ceiling, walls, 
and floors. 


2. Glare is avoided on ma- 
chines, on desk tops, on the floor, 
on walls. 


3. Brightness is controlled by 
harmonizing color of light, color 
of floors, color of machines, color 
of walls. 


4. Monotony is avoided by a 
variety of harmonious colors on 
walls, curtains, and furniture. 


5. Fatigue is prevented by the 
combination of controls just list- 
ed, for the general effect is a 
feeling of comfort. 


6. The comfortable feeling, in 
turn, maintains alertness. 


reflected glare. Desk tops giving ex- 
cessive glare are treated in various 
ways to reduce it. 

A highly polished mahogany or 
dark walnut desk commonly pro- 
vides excessive glare. Glossy finishes 
are reflectors which slow down op- 
erations. Glass desk tops are an 
abomination. 

A desk covering such as Arm- 
strong’s No. 5 Jaspe linoleum, with 
a reflection factor of approximately 
35% is one of the best materials 
known today for minimizing glare 
and for giving a desirable bright- 
ness ratio for printed material. 


Here are a few eye comfort fac- . 


tors: Luminaires which conceal the 
lamps and have low brightness sur- 
faces in the normal field of view. 

All surfaces in the normal field 
of vision are of uniform brightness. 

Evenly distributed illumination 
which permits flexible arrangement 
of office operations and helps assure 
more uniform brightness, 

Light diffusion on work surfaces 
to minimize glare. 

Desk tops with a light mat finish 
provide a comfortable Brightness 
Ratio with the desk work and avoid 
irritating reflections. 

Paints and other materials of high 
reflection factors are allies of light- 
ing. The selection of wall and ceil- 
ing colors, furniture and floor cover- 
ing, are made with the following 
reflection factors as a guide—instru- 
ments reveal the reflection factors. 
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Both tellers and the clerks who work back of the cages are more accurate and 
accomplish more work since adequate light has been provided and reflections are 
under control in The First National Bank of O'Fallon, Ill. 


A combination of non-reflecting wall paint, and non-reflecting surfaces of machines 
and desks results in greater alertness and a more comfortab’e feeling in this book- 


keeping department. 


Recommended Reflection Factors 
Ceilings 

Walls 

Desk Tops 

Furniture 


A number of banks have made 
use of the principles which have 
just been stated with the results in- 


dicated in the heading of this article 
and listed in the panel herewith. 
The photographs reproduced here 
were made in banks which are now 
benefiting from improved lighting. 
One bank recently had the experi- 
ence of handling more items in one 
day than at any previous time in the 
history of the bank. Every item was 
sorted, proved, listed, and posted 
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Monroe 
Bookkeeping Machine 
Model 210-285-212 





efficiency to bank on.... 


“Tops!’’—Bookkeepers’ verdict on this versatile, 
work-hungry Monroe. And for good reasons: 
Utility... handles 3 major bank accounting jobs. 
Simplicity ...fully visible, smoothly gliding, carriage 
cuts noise, vibration to fading point. Matchless Monroe 
ease of operation... famous ‘Velvet Touch” spells 
maximum finger comfort ...speeds work, swells figure 
production, banishes fatigue, strain... Backed by Monroe's 
built-to-last engineering. ..and Monroe's nation- 

ok. wide, factory-trained service organization. To be sure 


... doubly sure of peak posting efficiency ... specify 


ethela Monroe. Phone nearest Monroe branch or write Monroe 
a Calculating Machine Company, Inc., Orange, N. J. 
ere 
e now 
hting. 
kperi- CALCULATING 
in one 
in the ADDING 
m was ; BRALARE ACCOUNTING MACHINES 
posted 
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The City National Bank and Trust Company of Kansas City, Mo., has experienced 
more rapid paying and receiving since moving into these quarters where reflection 


of light does not tire tellers’ eyes. 


and the work all completed in one 
day. The peak load was no problem 
because the workrooms had been 
redecorated, relighted, and the 
brightness and reflection factors 
were under control. 

The floors in this bank were cov- 
ered with non-reflecting material in 
harmonious colors which provides 
just as important an aid to the gen- 
eral improvement as some of the 
other factors. 

All desks have  non-reflecting 
tops. About the only thing in the 
entire bookkeeping department 


These Colors Slow Down 
Workers 


. White walls. 

. Brilliantly colored walls. 
. Near-black walls. 

. Dark paint on ceilings. 

. Dirty walls or ceilings. 

. Near-black floors. 


These Colors Keep Workers 
Alert 


1. Peach walls. 


2. Soft brown on walls or pil- 
lars. 


3. Colors derived from red or 
orange red are stimulating. 


4. A combination of harmoni- 
ous colors gives best results. 


10 
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which has a slight reflection are the 
key covers on the machines. Plans 
are under way to replace these key 
covers with non-reflecting material. 


Instead of using one color for wall 
decorations throughout the room, 
a variety of colors was used. One 
side of a pillar, for example, may be 
one color, another side another 
color. A part of a wall may be a 
peach color, the rest of it may be a 
soft brown tint. In most of the 
workrooms there are at least four 
colors on the walls but none of these 
are bright. None of them are exces- 
sive reflectors of light. They all have 
about the same reflection factor. 

As a result of this color planning 
along with the lighting, an oper- 
ator’s eye may look in any direc- 
tion without any variation in the 
brightness of the light reaching the 
eye. 

It is obvious that, when the eye 
becomes adjusted to a certain light 
and color tone, it is not called upon 
to make quick changes in its adjust- 
ment because, no matter whether 
the operator is looking at the checks, 
at the keyboard, or at the walls, 
floors, or ceiling, the reflection fac- 
ter is the same and no changes in 
the eye adjustment are necessary. 

One of the bookkeepers was 
asked what effect she felt the new 
lighting and color treatment had 
upon her. “Oh, it has a good effect,” 
she said. “I feel so comfortable now. 
I feel just about as comfortable at 
the end of the day as I do at the 
beginning.” 

Obviously, this feeling of comfort 
and well-being maintains alertness 
through the entire work period. 


Alertness is the antithesis of care. 
lessness; errors and alertness do not 
go together. 

One of the photographs shows a 
trust department. The comfortable 
feeling created among the workers 
here is shared by customers. It is 
easy to understand that a comfoit- 
able feeling created for trust cug 
tomers is unusually importath 


Beneficiaries of deceased persons 


who come to this department are 
likely to be somewhat nervous and 
self-conscious. The effect of the 
lighting and decorating plan places 
these customers at ease and makes 
it possible to transact trust businesg 
more quickly and more satisfacs 
torily. ( 


Contest Prizes May 
Well Be Selected 
From Local Stores 


A large bank in New York re- 
cently conducted a very successful 
new business contest among its em- 
ployees. Instead of stipulating cer- 
tain prizes to be awarded for certain 
accomplishments, this bank worked 
out a plan whereby each new ac- 
count represented a certain num- 
ber of points. 


It then published a small cata- 
logue of a great variety of merchan- 
dise and indicated in each case the 
number of points necessary to win 
that merchandise as a prize. This 
made it possible for each employee 
to select whatever prize he desired. 
This, no doubt, had quite an effect 
on his effort to increase the number 
of accounts he obtained in order to 
justify the prize he wanted most. 

This contest was even more suc- 
cessful than anticipated. The total 
amount of new business was far 
more than the goal set in the begin- 
ning. 

It is easy to see how this method 
might be used in a city of any size. 
In a smaller place, a list of mer- 
chandise that might be found in any 
local store could ,-be used and it 
would not be necessary to publish 
pictures. With the list of merchan- 
dise could be published the number 
of points necessary to win each item. 
The point is, when the employee 
selects the item to which he is en- 
titled, the bank would then purchase 
that item for him at the local store. 

The storekeepers, of course, would 
be informed on all of the details and 
would, undoubtedly, cooperate in 
making the new business contest 4 
success. 
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... Yes, the New Savings Ledger Desk-Safes Have 
To Be Good To Make a Hit with Employees, with 


Depositors, and with Bank Officers 





BANK EMPLOYEES—Employees are delighted with the time 
and effort saved. They like the easy access and speedy refer- 
ence to active ledger records—kept in the middle sections of 
the Savings Ledger Desk-Safes, with signature cards above 
and non-current cards and records below. This centralized, 
compact system is really a pleasure to work with. And con- 
venient low height units reduce physical strain to a minimum 
—a sure way to earn employees’ good will. 


BANK DEPOSITORS—Depositors are impressed with the 
modern functional design of the Savings Ledger Desk-Safes. 
Space-saving features give a neat, orderly look that deposi- 
tors appreciate. They appreciate, too, the faster service they 
receive at the window. And the vault-like appearance of the 
Savings Ledger Desk-Safes gives them added confidence in 
the bank that guards their irreplaceable records so well. 


BANK OFFICERS — The men responsible for the bank’s 
future are satisfied that vital ledger records are secure from 
damage by fire. They know that the protective qualities of 
Savings Ledger Desk-Safes are certified, not by one, but by 
three reliable authorities. The severe exposure label of the 
Safe-Cabinet Laboratory, the Safe Manufacturers National 
Association’s 4-Hour label, and the Class A label of the 
Underwriters’ Laboratories all certify that this equipment 
will withstand at least 4 full hours of severe fire exposure. 
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MONROE CouNTY SAVINGS BANK 


INCO®POMATED 1880 


UPTOWN OFFICE 2 EAST AVENUE 


ROCHE 
ba Soanmus CHESTER, NY. 
€ PRED Ano Secartamy oe ors 
a0 evare st 
March 1, 1949 
Mr. Howard A. Moo 
‘ re 
Remington Rand Inc, 
355 East Avenue 


Rochester 4, New York 


Dear Mr. Moore: 


We like your new in 

stalla 

+ relied of Savings Ledger Seapeahan “ey 

purpose yv i 
pm guar them for the ‘dee mee bas ag 
po ph oper features, compactness, aveilabiiie 
we won closed records and proper height rm 
ponent toeetive Lome are ce delighted with of 
king features of the 
and many of them have expressed their foe 

















We shall be 


pankers the equipment. Glad to show interested 


Yours sincerely, 


MONROE qh 


Secretary 

























Increase employee and depositor good will— secure 
certified record protection from fire. For further details 
send for the free folder SC 642, which tells all about the new 
Savings Ledger Desk-Safes. Just fill in the coupon and mail 
it to Systems Division, Remington Rand Inc., 315 Fourth 


Avenue, New York 10, N.Y. 


Cr Se eB ee ee ew ee ee eee ee ee ee ee eee ees 


Reminglon Rand THE FIRST NAME IN 


Copyright 1949, by Remington Rand Inc 


BUSINESS SYSTEMS 


315 Fourth Ave., New York 10, N.Y. 
Yes—send FREE copy of the folder SC 642. 
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Real Estate Loans Are Liquid, Safe; 
We Make All We Can At A High Yield 


After making $60,000,000 worth of real estate loans 
without a loss, this banker urges others to make all 
worthy loans and to make them in such a way that 
be readily sold if a surplus develops. 


they may 


E WILL make every good loan 
that should be made in our 
trade territory if the borrower is a 
good risk and if he can show rea- 
sonable ability to repay the loan. 
Before we make a loan, we have a 
preliminary inspection report of an 
officer who inspects the property. If 
it passes muster, then we take a 
formal application, get a credit re- 
port, photographs, an appraisal by a 





Six Reasons Why All Good 
Real Estate Loans Should 
Be Made 

1. When properly made and 


serviced, they are as liquid as 
bonds. 


2. There is no safer investment. 


3. They provide the highest 
yield. 


4. They are a real service to a 
community, and a bank has an 
obligation to help its community. 


5. Any surplus can be readily 
sold. 


6. Every loan is beneficial as a 
public relations factor—every 
loan makes a friend for the bank. 





qualified “fee” appraiser, title in- 
surance, and survey. We do all this 
because we want every mortgage in 
our bank in such shape that it can 
be sold without any “beefs.” 

When mortgages are made so they 
can be sold, a bank will never be- 
come frozen or unable to make 
loans. Our loans are made on a 5, 8 
or 10-year monthly-payment basis, 
fully amortized, mostly 6% (some 
5% and 542%). 

We have made $60,000,000 of 
monthly-payment loans and have 
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By MELVIN F. LANPHAR 


President, Romeo Savings Bank, Romeo, Mich.; 
President, Melvin F. Lanphar and Company, 
Detroit mortgage bankers; and Director, 
United Savings Bank, Detroit. 


* 


never had a loss. In fact, we have 
had only 10 foreclosures. 


If real estate loans are made prop- 
erly and are serviced properly, they 
are just as liquid as bonds. There is 
no reason why monthly-payment 
mortgages should be considered 
long-term or frozen investments. 


In my opinion, there is no safer 
investment in a bank’s portfolio 
than mortgages, and I see no reason 
for limiting them to only 10%, 15% 
or 20% of savings deposits. 

Where can you earn as much 
money as you can on mortgages, 
with as little supervision? Residen- 
tial mortgages, I believe, year in and 
year out, give less trouble, and a 
greater net return, less loss, than 
any investment we have. We try to 
keep ours up to 58% or 60% of our 
time deposits and we have a hard 
job doing it because we can’t get 
enough loans. They are our safest 
earner, and we are doing a lot for 
the community when we make real 
estate loans. We feel we have an 
obligation to help our community. 

According to the last published 
figures, FHA has insured 1,300,000 
loans. Of these 646,000 have been 
paid in full and FHA has been in 
business only 14 years. It has $120,- 
000,000 as a surplus in the insurance 
fund and has foreclosed only 4,000 
loans—1/3 of 1%. These were 19, 
20 and 25-year loans. 

We make loans so they are sound 
and don’t worry about whether we 
have 55% or 60%, because they pay 
off very fast. Furthermore, we can 
sell any surplus. 

We think it is wise to make pay- 
ments on an even dollar basis. If the 
payment comes to $32.91, taxes are 


$6 and insurance is $1.50, we fill out 
the total so it comes to the next even 
dollar—in this case, $41. 

It is easier for the borrower and 
our accounting department. 

The difference, of course, goes in 
the trust account. We make pay- 
ments al] fall due on the first of the 
month. That cuts down labor costs 
in a big way. 

We consider all lending as public 
relations whether it is lending on 
automobiles, farm equipment, cat- 
tle, or houses. We have an economic 
and a moral obligation to lend 
money, because a town is no better 
than its bank. It can’t be. Country 
banks, especially, are the center of 
influence as well as the center of the 
economic, industrial, civic, agricul- 
tural and financial life of the trade 
territory, because a banker is in a 
position to know more about the 
broad picture than his customers. 

We hope we never get in such a 
situation that we can’t make loans. 
To refuse to make good loans is poor 
public relations. Such action also 
weakens the loan portfolio. 





The Technique Which Makes 
Salable Real Estate Loans 


1. An officer the 


property. 

2. A formal application is 
completed. 

3. A credit report on the bor- 
rower is placed in the file. 

4. Photographs are made of 
the property. 

5. An appraisal is made by a 
qualified fee appraiser. 

6. Title insurance is obtained. 

7. A property survey is ob- 
tained. 

8. The loan is set up on a 
monthly-payment basis for 5, 8 
or 10 years. 


inspects 
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Even to bankers and men accustomed to 
dealing in figures, it is difficult to visualize 
any operation in terms of “billions’’. For ex- 
ample, without prior recourse to a pencil, 
you may be surprised to learn that if a fund 
started to accumulate January first, 1 A. D. 
at the rate of $1 A MINUTE it would not reach 
the billion mark for over 1900 years — or to 
be specific, until April 29, 1902. 


It is conservatively estimated that this 
nation is now using more than A BILLION 
CHECKS A MONTH — well over 33,000,000 
checks a day. 


This vast traffic indicates the tremendous 
impact of the check on the lives of our people 
—and its unique value to banks in their 
public relations programs. All of which ex- 
plains why so many banks specify La Monte, 
the standard of quality and safety in check 
protection. 
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‘to extend the availability and effectivenes: 


of Microfilming as a modern business tool 
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Effective immediately, the entire pro- 
duction of Bell & Howell microfilming 
equipment will be distributed and serv- 
iced through the worldwide Burroughs 
organization. 


Bell & Howell microfilm equipment, 
built to standards of precision and 
dependability that have made Bell & 
Howell the recognized leader in the 
field of photography, incorporates 
many important technical advances. 
And Burroughs, through the unmatched 
size, scope and training of its organi- 
zation, is uniquely equipped to help 
business take full advantage of this 
exceptional microfilming equipment. 


This new arrangement promises important 
benefits to business concerns 


For many years, Burroughs has worked 
closely with users of figuring, account- 
ing and statistical machines to achieve 
increasingly efficient mechanized sys- 
tems in the office. With this back- 
ground, Burroughs can now help busi- 
ness integrate modern and efficient 
microfilming into its systems and 
methods to save time, space and money 
in the reproduction of records for 
current use and for storage. 


Burroughs world-famed service organi- 
zation will provide not only efficient 
maintenance of microfilm equipment 
but also prompt service in the process- 
ing of films for microfilm users. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


Bell & Howell microfilm equipment is based upon a new 
principle of recording, which doubles the efficiency and 


halves the cost of microfilm for many business purposes. 
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Employees Shown Importance Of Banking 
In Articles About Bank Funetions 


ANY employee magazines reg- 

ularly include articles which 
explain the functions of various de- 
partments in the bank. This instruc- 
tion helps prepare the worker for 
advancement, It also gives him a 
greater interest in the importance 
of bank work. 


Personal Loan Services 


In a recent issue of Republic 
Rambier, staff magazine of the Re- 
public National Bank of Dallas, 
Texas, bank procedure with regard 
to personal loans was described as 
follows: 

“One of the most important func- 
tions of our bank is providing loans 
for personal needs. Such loans are 
made for many worth-while pur- 
poses under a plan that permits the 
individual to repay in a convenient 
manner out of income. 

“The most common needs are due 
to emergencies, when unexpected 
expenses must be met promptly or 
where accumulated obligations pro- 
hibit the individual from taking care 
of them when due. In such instances, 
loans may be made by responsible 
individuals and may be repayable 
over an extended period, during 
which time the borrower is able to 
pay the reasonably small install- 
ments without seriously affecting his 
normal living expenses. Personal 
loans are made also for educational 
purposes, vacation trips, and, in fact, 
almost any need of the individual. 


“Since all of us recognize that the 
funds loaned belong largely to de- 
positors and must be available to 
depositors at all times, certain re- 
quirements must be met that will 
assure the loan’s being repaid and 
in the manner agreed upon. 


“There are three general types of 
personal loans. The first and most 
common type is a loan to an indi- 
vidual without collateral or indorse- 
ment. This type is made upon the 
borrower’s established record of be- 
ing regularly employed, having an 
adequate income to repay the loan, 
and a good credit standing in the 
community. 

“The second requires an indorser 
of the note. The individual who in- 
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dorses such a note must have the 
same qualifications as the borrower 
who makes loans on his own signa- 
ture, since such indorser agrees to 
pay the loan in the event the bor- 
rower fails to take care of the obli- 
gation as agreed. 


“In the third type, collateral, or a 
mortgage on resalable goods must 
be pledged as security. Such collat- 
eral might consist of an automobile, 
cash surrender value of life insur- 
ance, bonds, stock and similar items. 

“At the present time, the time 
credit department, where all per- 
sonal loans are handled, is serving 
over 4,000 individuals with per- 
sonal loans, the amounts ranging 
from $100 to $2,000, with the aver- 


age loan about $300. This service has 
enabled many individuals to become 
regular customers of the bank. 
Many now have checking accounts, 
savings accounts, and use our other 
many valuable services.” 


Municipal Securities Department 


Realizing that not too many em- 
ployees were familiar with the job 
of the municipal securities depart- 
ment, the Mariners’ Log, staff maga- 
zine of the Marine Trust Company, 
Buffalo, New York, provided the 
following information: 

“The principal function of the 
municipal securities department of 
the Marine Trust Company is the 
purchase and sale of bonds and 
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IS A neighborly 


property insurance 
company reports 
to the Publie: 


Weseren defines “neighbor” as one who lives 
nearby; is associated with others on friendly 
terms. 

By that definition, The Home is truly a neigh- 
borly property insurance company. Through its 
forty thousand representatives, The Home lives 
in and serves cities, towns and hamlets in every 


state of the Union. 


To countless property owners, The Home is 
personified by the hard-working representative 
who takes an interest in their problems and their 
protection—the man who lives down the street, 
who serves on civic committees, the man who 
brings prompt financial relief to policyholders 
when disaster strikes. That is The Home, in its 
most fundamental sense. 

Now, more than ever, The Home is a “grass 
roots” company. Ten fire-marine insurance com- 
panies which were previous affiliates, last year 
were merged into The Home. The balance sheet 
shown is the first complete one issued by the en- 
larged Home organization. This is rightly of in- 
terest to the public, because The Home is by far 
the leading insurance protector of American 


homes and the homes of American industry. 


Onn 2 ag 


PRESIDENT 


Balance Sheet December 31, 1948 


ADMITTED ASSETS 


Cash in Office, Banks and Trust Companies 


United States Government Bonds 
Other Bonds and Stocks 
Investment in Associated Company 
First Mortgage Loans . 

Real Estate . 


Agents’ Balances, Less Than 90 Days Due 
Reinsurance Recoverable on Paid Losses 


Other Admitted Assets 
Total Admitted Assets 


LIABILITIES 


Reserve for Unearned Premiums 
Reserve for Losses 
Reserve for Taxes . 


Liabilities Under Contracts with War Shipping Administration . 


Reinsurance Reserves . 
Other Liabilities . . . 


Total Liabilities Except Capital 


Capital . 
Surplus 


Total 


PROPERTY 
INSURANCE 


Surplus as Regards Policyholders 


. + $ 31,027,607.07 
107,440,297.48 
122,046,607.25 

6,871,511.16 
3,126.58 
4,330,868.09 
10,811,751.20 
706,975.90 
2,006,693.37 


$285,245,438.10 


$141,729,267.00 
Sa) ee tes 33,879,862.00 
6 4 . «4 9,000,000.00 
2,888,128.21 
1,493,633.18 
2,417,432.63 


2 2 + 6 « + «© «6§191,4086,323.02 
$20,013,595.49 
73,823,519.59 
93,837,115.08 


$285,245,438.10 


«THE HOME* 


Directors 


Lewis L. Clarke 
Banker + 


Cuares G. Meyer 
The Cord Meyer Company 


WitutaM L. DeBost 
Chairman, 
Union Dime Savings Bank 
Epwin A. Bayes 
Lawyer 


Rosert GoeLet 
Real Estate 


Georce McANENY 
Vice Chairman, 
Wills & Trust Committee, 
Title Guarantee & Trust Co. 
Guy Cary 
Lawyer 


Harotp V. Smitn 
President 


Harvey D. Gisson 
President, 
Manufacturers Trust Company 
Freverick B. ADAMS 
Chairman of Executive Committee, 
Atlantic Coast Line Railroad Co. 
Rosert W. Dowtinc 


President, City Investing Co. 


Grorce Gunp 
President, Cleveland Trust Co. 


Haroip H. Herm 
President, 
Chemical Bank & Trust Co. 


Cuarces A. Loucuin 
Vice President & General Counsel 


Ivan Escott 
Vice President 


C. Stevenson NewHatt 
Chairman of Board, 
Pennsylvania Co. of Philadelphia 


Percy C. Mapeira, Jr. 
President, 
Land Title Bank & Trust Co. 


Eart G. Harrison 
Lawyer 


Joun A. Stevenson 
President, 
Penn Mutual Life Ins. Co. 


Cuampion McDowe tt Davis 
President, 
Atlantic Coast Line Railroad Co. 


Warren 8. Jonnson 
President, 
Peoples Savings Bank & Trust Co, 
of Wilmington, N.C. 

Rocer W. Basson 
Chairman of Board, 
Babson's Reports, Inc. 


Rosert B. Meyer 
The Cord Meyer Company 


Henry C. Bruni 
President, 
Empire Trust Company 


Haroin K. Park * 
President & Director, 
First National Bank of Columbus, 
Georgia 

Boykin C. Waicut 


Lawyer 


NOTES: Bonds carried at 
$8,143,395.33 Amortized Value and 
Cash $80,000.00 in the above bal- 
ance sheet are deposited as re- 
quired by law. All securities have 
been valued in accordance with the 
requirements of the National 
Association of Insurance Commis- 
sioners. Assets and Liabilities in 
Canada and Jamaica, B.W.I. have 
been adjusted to the basis of the 
free rate of exchange. Based on De- 
cember 31, 1948 market quotations 
for all bonds and stocks owned, 
the Total Admitted Assets would 
be increased to $285,403,703.37 and 
the policyholders’ surplus to 
$93,995,380.35. 


FIRE + MARINE 
AUTOMOBILE 


CCusurance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds, 
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Experience has proved it—employees run for the nearest door. 
No one has the time or inclination to wheel thousands of 
ledger cards back to the vault . . . even if the vault is 
unblocked by flames. Contract and ledger records 
go up in smoke. 

That’s why so many progressive institutions have changed 
to the Mosler Ledger Desk Safe. It protects vital records 
on the spot, eliminates carting of records to the vault, 


Ne up customer service. . . 


Think of 100,000 ledger and signature 
cards within finger-tip reach of your 
tellers! When a daylight fire strikes, 
just slam the space-saving slide-in 
door and your irreplaceable records are 
protected for four hours against tem- 
peratures as high as 2000° F.— against 
impact equivalent to a 30 foot free- 
fall! Every Mosler Ledger Desk Safe 
is certified to meet this severest of all 
tests made by the independent Under- 
writers’ Laboratories, Inc. Without it, 
you can’t depend on any safe. It’s the 
best — most convenient — protection 
you can have. 


The Mosler Safe Co., Dept. BM 
320 Fifth Ave., New York 1, N. Y. 


(0 Please send me your special booklet on 


For full details, 
write for our special (Interiors are 
booklet on Ledger Desk Safes. es at rg 
Or phone our nearest office. individual needs.) 


There’s no obligation, of course. 


ge Mosler Safe c. 


Main office: 320 Fifth Avenue, New York 1, N. Y. 
Factories: Hamilton, O. 
Largest Builders of Safes and Vaults in the World 
Builders of the U. S. Gold Storage Vault Doors at Fort Knox, Ky. 
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Ky. 


other obligations of cities, counties, 
towns, villages, schoo] districts and 
other local taxing units. The oper- 
aticn consists of the buying or sell- 
ing of bonds for customers, and the 
purchase of new issues by bidding 
for them at public sale, and reselling 
to individuals and institutional in- 
vestors or to dealers. This type of 
purchase is known as “underwrit- 
ing.” The underwriting function re- 
quires knowledge and judgment of 
markets, and the value of different 
types of bonds, and of the credit of 
municipal units generally. 

“For this purpose, and for the in- 
formation of prospective investors, 
the department is supplied with 
various statistical and credit serv- 
ices and reports, which it is required 
to study and interpret. It is also re- 
quired to analyze current trends in 
trying to determine the effect of 
political and economic conditions 
and events on the market. 

“The market for municipal secu- 
rities is affected by factors of sup- 
ply and demand, by changes in in- 
come tax rates (since “municipals”’ 
are, at present, exempt from federal 
income taxes and from income taxes 
generally in their respective states). 
The market for these securities is 
affected also by changes in the com- 
modity price level, by changes in the 
financial and economic status of the 
community whose obligation the 
bonds represent, by changes in gov- 
ernment fiscal policy, and by a 
variety of other psychological and 
technical factors. 

“Since most ‘municipals’ are 
bought and sold on a ‘yield basis,’ 
the department’s work involves 


much in the way of mathematical 
calculation, with which every em- 
ployee must be, and is, familiar. 








THE CENTRAL HANOVER 











PEBRUARY 1949 


Trey Tore 




































April, 1949 


i 
f 
= 
& 





i! 
Mile 


sre 
ijke 
f fel 
hy 
‘ep 
‘tr 


“While for many years the depart- 
ment’s underwriting activities were 
principally confined to the securities 
of municipalities in New York State, 
they have expanded into the field of 
‘general market’ municipals. That 
is to say, the department now par- 
ticipates in bidding for the securities 
of states, cities and other local gov- 
ernmental units throughout the 
country. Mr. Fred D. Stone, Jr., who 
joined the organization last January 
and is in charge of our New York 
office, specializes in this field of 
operation, 

“Some large flotations in which the 
Marine Trust Company has partici- 
pated during the last eighteen 
months are: 

$300,000,000 State of New York, 

Service Compensation Bonds 
$200,000,000 State of Ohio, Sol- 
diers’ Bonus Bonds 
$385,000,000 State of Illinois, Sol- 
diers’ Bonus Bonds 
$230,000,000 State of Michigan, 
Veterans’ Bonds 





$5,000,000 City of Cincinnati, 
Ohio, various purpose bonds 
$5,000,000 City of San Francisco, 
various purpose bonds 
$50,000,000 Commonwealth of 
Pennsylvania, Public Building 
Construction Bonds 
$50,000,000 State of Massachu- 
setts, Veterans’ Service Fund 
Loan. 

“Another function of the depart- 
ment, of which Edward L. Brown is 
in charge, is to help municipalities 
with their financing programs and 
to market their securities as advan- 
tageously as possible. 

“Other services of the department 
include the purchase and sale of 
government securities for custom- 
ers, the appraisal of bonds held by 
individuals, banks, and other insti- 
tutions, and the negotiation of short 
term municipal loans.” 


The Money Department 


Most employees are curious to 
know what happens to the money 
depositors leave in the bank. Penco 
Packet, magazine for employees of 
The Pennsylvania Company for 
Banking and Trusts, Philadelphia, 
Pennsylvania, tells the story in this 
way: 

“We are sure that most of the 
members of the Penco Family are 
not aware that our company has its 
own Fort Knox, with a few impor- 
tant differences. 

“Our concentration of wealth is in 
the form of currency and coin and, 
instead of being buried in the 
ground, part of it is found in the 
basement of the Commercial Trust 
branch. Unlike the Government 
hoard, which lies dormant, our fund 
revolves in a very lively fashion, 
as will be earnestly attested by the 
22 members of our money depart- 
ment. 

“This 


department, headed by 






The following statement explained the front cover of a recent 
issue of “Thirty Three,” employee magazine of The Central 


Hanover Bank and Trust Company, New York: 
The front cover is an attempt to dramatize our earnings 


statement for the year 1948. The pieces are all cut to proper 
proportions. You'll probably ask why the piece labeled 
“reserves” is being lifted out first. Our answer is that the 
particular piece is the only one which has not been served 
to the hungry diners. Instead, it was carefully put away in 
the ice box for future needs. That piece of the pie will in 
effect increase our working capital, and thus provide for our 


future growth as a bank. 





George Knoll, renders. valuable 
services to our clients, branches, and 
correspondent banks, in its han- 
dling of large deposits, counting and 
wrapping coin, servicing the large 
payrolls, handling mutilated money 
and supplying the tellers with cur- 
rency and coins as required. 

“It should be pointed out that only 
the very large deposits and payrolls 
are serviced by the money depart- 
ment, since these could not be han- 
dled by a teller due to space limita- 
tion alone, as well as for other ob- 
vious reasons. 

“The department handles 1,200 
such payrolls per month, which 
amount to the substantial total of 
$12 million. Most of the payrolls are 
made up in bulk and delivered to 
the employees of the express com- 
pany which transports the money 
and makes up the pay envelopes in 


accordance with the instructions of 
the individual or firm. There are 
some firms which take delivery of 
the bulk payroll and have their own 
staff make up the individual pay 
envelopes. 

“There are 115 shipments, per 
month to out-of-town banks total- 
ling about $5 million. Monthly de- 
posits in Federal Reserve Bank of 
excess currency and coin total about 
$4 million and shipments of wrap- 
ped coin to clients and branches to- 
tal about $1 million per month. 

“There are about sixty large con- 
cerns who deposit about $7 million 
per month, In addition to the above, 
our own branches deposit $7 mil- 
lion monthly which, together with 
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$10 million which the department 
draws from Federal Reserve Bank, 
make a monthly total of about $24 
million deposited in the money de- 
partment. 


“The department not only acts as 
salvage agent in the matter of mu- 
tilated currency, but is also the dis- 
tribution point for new currency 
which it receives from Federal Re- 
serve Bank, doling it out as required 
to the various individuals, corre- 
spondent banks, and our own 
branches. 


“It is somewhat difficult for the 
laymen to realize that the monthly 
total of money handled by the de- 
partment is something in excess of 
$50 million and that as much as 
$24 million is paid out by the aug- 
mented force of four payroll tellers 
on the peak day of the week. The 
expert mathematicians in the de- 
partment have calculated the ap- 
proximate weight of coin handled 
each month at 37 tons. 

“The very substantial volume of 
business handled can be readily un- 
derstood when the list of customers 
of the department is examined. Be- 
sides correspondent banks, there 
are such firms as Bell Telephone Co., 
Curtis Publishing Co., Yellow Cab 
Co., Philco, and Warner Brothers, 
to mention only a few. Some of the 
larger payrolls may total as much 
as $14 million per week. 

“To handle the very large volume, 
the department utilizes some me- 
chanical equipment consisting of 
four note counters, seven coin wrap- 
pers, two sorters and counters for 
coin and two “straight” coin count- 
ers, All machines are run electrical- 
ly and are most ingenious in their 
operation. The coin wrappers count 
and wrap the required amount in 
what seems to be a matter of sec- 
onds and the sorter and counter 
quickly sorts and counts coin of all 
denominations in the one operation. 
The note counter seems to snatch 
the bill from the hands of its expert 
attendant and then proceeds to drop 
the bill in its proper compartment, 
counting all the while. All machines 
handling coin and currency alike, 
indicate to the operator when the 
amount to be wrapped has been 
counted. 


“In addition to the mechanical 
note counter, it is necessary to count 
some of the large deposits by hand. 
These deposits have all denomina- 
tions of bills under one wrapper, 
and it has been ascertained that 
manual counting is more efficient in 
such cases. 


“A visit to the money department 
with its devotion to service is a re- 
minder of the role played by our 
Company in the life of the third 
largest city in the country. In this 
instance, as in its other functions, 
the Company contributes valuable 
services to the business community 
which are made possible by great 
resources and an experienced and 
able staff.” 


Four Guides To Follow 
In Mortgage Lending 


Many months ago Henry Wright, 
managing editor of “Architectural 
Forum” speaking before members 
of the Savings Bank Division of the 
American Bankers Association, set 
down these four guides for savings 
bankers and lending institutions, 
The guides which still rank as im- 
portant today were: 

“First, that the lender be fully 
informed—that is, that he make it 
his business to know as much, if not 
more, about building performance 
than any other expert in the field, 
and that appropriate machinery be 
created to assess the success or fail- 
ure of current development in home 
construction, together with ade- 
quate machinery for distributing the 
resulting information. 

“Second, that he exercise con- 
scious restraint in performing this 
function and use the very real 
veto power he has over new devel- 
opments of all types, realizing, 
among other things, that many other 
factors in the situation tend to slow 
down, if not prevent, the adoption 
of new methods, and that, in com- 
bination, these various factors some- 
times present quite arbitrary, but 
insuperable, difficulties. 

“Third that he base his judgment 
on objective standards wherever 
possible, including the various rec- 
ognized methods of measurement of 
heating, lighting, noise, etc., which 
exist, to an ever-increasing extent, 
in the building field. If the question 
of re-sale value is to remain all- 
important, it seems to me that it is 
up to the lending institution to in- 
vestigate this question with equal 
objectivity, and discover what the 
real facts are. 

“Finally, that he try in every way 
possible to anticipate industry 
needs, creating new mortgage in- 
struments, like the ‘package mort- 
gage’ covering kitchen and laundry 
equipment, and other new instru- 
ments to meet new needs.” 
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® individual ledgers 

® general ledgers 

@ daily financial statements 

® regular, and FHA, mortgages 
® loans and discounts 

® payroll 

© trust records 


this National 
Multiple-Duty 
Accounting 
Machine will 
post them all! 


e e e And it can be changed from one job to 
another in a matter of seconds! One form bar is 
merely removed and replaced with another. Be- 
cause this machine has standard keyboards, it can 
be operated by anyone who can type and run an 
adding machine. 

In a small bank, a single National Multiple-Duty 
Accounting Machine can be kept busy all day 
handling all seven of the jobs noted above. In a 
larger bank, separate machines can be assigned to 
handle any one, or more of them. 

National provides a complete line of accounting 


machines to meet the needs of every department of 
every bank. Of the 100 largest banks in this 
country, 94 use Nationals. 
A 64-page booklet describing the National line is 
available FREE from your local National representa- 
tive. You will find it interesting— 
and most useful for reference when 
accounting problems arise. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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Your Bank May Have The Services 
Of A Trained Librarian 


A member of the Financial Group of Special Libraries 
Association here explains how an officer in even the 
smallest bank may obtain any published information 
needed without maintaining his own bank library. 


XPERIENCE has proved the 

need of bankers to have up-to- 
the-minute business information 
made available to them. Experience 
has also proved the value of a 
library to an organization. All banks 
are not large enough to support a 
bank library, but all of you have 
occasion to use statistical and busi- 
ness data. This article will attempt 
to point out ways in which large 
banks and small banks can avail 
themselves of such infcrmation. 
Suggestions will be made to the 
larger bank that could use the serv- 
ices of a library and a librarian in 


By MARION E. WELLS 


Librarian, First National Bank of Chicago 


its organization, and we will rec- 
ommend sources of information to 
the country banker who wants in- 
formation but can’t find it in his 
home town. 


The need for extra hours in each 
day and an extra pair of eyes to keep 
abreast with the reading matter that 
is written for the business man is 
one common to all bankers. In ad- 
dition, the need of sufficient funds 
to subscribe to, or purchase, even 


Sources Of Help For Starting A Bank Library 


Blea he 


1. Special Libraries Association, 31 East 10 Street, New York 3, 


ee 


N. Y., offers an advisory and consultant service. 


2. This organization publishes two helpful books: “Banking and 
Financial Subject Headings,” and “A Handbook of Commercial, Finan- 


cial, and Information Services.” 


3. “he “Financial Group Bulletin,” published by the Financial 
Group, may be had by any bank on a subscription basis of $1.00 per 
year by addressing the Editor, Miss Alvern H. Sutherland, Librarian, 
Board of Governors of the Federal Reserve System, Washington 25, D. C. 
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part of the quantities of publica- 
tions that are issued each year poses 
another problem. You must be in- 
formed on economic, business, and 
industrial conditions in order to give 
your customers sound, intelligent 
advice. You know there are news- 
papers, trade journals, government 
reports and releases that contain 
factual data you could use, but you 
aren’t subscribing to them; and if 
you did, you would have no time to 
delve into them to find your facts. 
Your bank may subscribe to serv- 
ices and magazines and it may pur- 
chase some business books occasion- 
ally, but are you getting the maxi- 
mum use from them? Would it not 
save time for you to have the mass 
of printed material that is published 
daily screened by an experienced 
person so that the important is sep- 
arated from the unimportant? 
Have you thought how much time 
a librarian could save you? Have 
you who could answer “yes,” ever 
considered what it would mean to- 
you to have some one relieve you 
of the tedious duty of trying to read 
all the printed stuff that comes into 
your bank? Information you need 
would be filed away conveniently 
in an organized manner where it 
could be found in a moment’s time; 
subject files for clippings and pam- 
phlets could be set up according to 
your bank’s special interests; ref- 
erence books would be located in a 
central department accessible to 
each member of the organization. 
Besides the bound volumes, indexes 
would be available to aid in locat- 
ing pertinent articles in trade jour- 
nals. The quantity of free and inex- 
pensive materials which can be had 
upon request is amazing. The name 
of your bank could be added to 
government mailing lists to receive 
important current releases on a 
weekly or a monthly basis. All the 
printed information you now re- 
ceive in various departments of your 
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FROM WALL STREET 
TO MAIN STREET... 


America’s outstanding banks have discovered that Ap- 
propriate Brightness Control lighting offers four basic 
advantages ... each of which pays attractive dividends. 


First... A.B.C. lighting has a profound effect on CLIENT 
RELATIONS. 


Next... lt has direct bearing upon EMPLOYEE RELATIONS, 
Then... It steps up EMPLOYEE EFFICIENCY and morgfe. 


And ... Curtis A.B.C. Lighting installations have proved 
their merit as SOUND INVESTMENTS. 


ae 
The complete story is outlined in a newly issded brochure 
described below. 


“Trends in Modern Bank Light- 
ing” with Current Examples from 
leading Bonks, illustrates and 
describes what America’s out- 
standing banks have done about 
lighting modernization. Its yours 
for the asking. 


CURTIS LIGHTING, INC, 


URTIS LIGHTING, INC. 


6135 WEST 65th STREET, CHICAGO 38, ILLINOIS 
CHICAGO..TORONTO..NEW YORK 


April, 1949 


OE 88 


Ms PTR ¥ PERL RT 
ENTENCE | 
BM-4 


6135 W. 65th Street 
Chicago 38, Illinois 


Please send me a copy of 
obligation. 


"Trends In Modern Bank Lighting’’ without 


NAME 
ADDRESS__ 
CITY. 


| 








ZONE 
ee 


i 





bank could be sent to one central 
department, the library, and then 
circulated to interested executives 
and personnel. A record with the 
date of receipt and present where- 
abouts would be kept to alleviate 
frantic searching for the last issue 
of the Federal Reserve Bulletin 
when Mr. President wants it! For 
research problems, a search wouid 
be made of all literature on the sub- 
ject and factual information assem- 
bled for you. The librarian would be 
acquainted with your special inter- 
ests and would keep you informed 
as material is published and re- 
ceived in the library, The library 
could be a means of extending your 
public relations program to cus- 
tomers and correspondent banks. 
You could make information avail- 
able to them, too. You would be 
able to utilize specialized sources 
of information in your city as well 
as elsewhere in the country. It is as 
important for a librarian to know 
where information can be found as 
to have it in her own library. In 
other words, a librarian “puts 
knowledge to work.” 

Many of you who read this will 
recognize your need, but realize the 
limitations of your organization to 
support a library. Your bank is not 
large enough; the need for reference 
material is irregular; the calls for 
factual data are not enough to war- 
rant the expense of organizing a 
library of your own. However, eco- 
nomic conditions today make it 
necessary for you to study and try 
to analyze some of the problems 
facing bankers and business men. 
You are called upon to speak to the 
local Rotarians on “Installment 
Financing of Equipment.” Some 
statistics and pamphlets are avail- 
able, but information is rather 
sketchy in your town. You may 


How To Get Information 
From Other Libraries 


1. Write to the representative 
of your city correspondent and 
tell him the subject on which you 
need information. 


2. If you don’t get everything 
you want from this source, write 
to your local Federal Reserve 
Bank. 


3. If the subject which interests 
you concerns bonds, a letter to a 
bond house may bring you the 
information. 
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A CORNER OF THE FIRST NATIONAL BANK’S LIBRARY SHOWING MISS 
WELLS MAKING USE OF ITS EXTENSIVE REFERENCE COLLECTION, 


want to enlarge your public rela- 
tions program and need new ideas, 
or you may be attending the Gradu- 
ate School of Banking and have to 
get material for your thesis. For 
you, under such circumstances, 
there are library facilities to which 
you can turn for help. 

The twelve Federal Reserve 
Banks each have large, well-organ- 
ized libraries which serve their re- 
search departments primarily. On 
the research department staff are 
economic and industrial specialists 
of all kinds. They gather and com- 
pile reports and statistical series of 
special importance to your own 
area. While the libraries serve their 
banks principally, they are always 
glad to be of service to member 
banks, as far as they are able. 

Of the fifty largest banks in the 
country, twenty-four maintain li- 
braries. Each of these banks has 


established a fine network of corre- 
spondent bank relationships which 
spread across the continent. Have 
you ever thought that your corre- 
spondent banker in the large city 
may be able to help you through his 
bank librarian? Their libraries have 
large collections of books, pam- 
phlets, periodicals, and subject files 
which contain a wealth of informa- 
tion on every phase of business ac- 
tivity. They are familiar with the 
current sources of business informa- 
tion with which they serve the per- 
sonnel of the bank, and its customers 
as far as they are able. It is not al- 
ways possible for them to loan you 
books and other publications, but 
they could tell you where such in- 
formation is available. A trip to the 
city to use their library might be 
worth while if your problem is im- 
portant enough. 

In addition to bank libraries, 
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 -RIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Our storage rates have always been geared to 
accommodate small businesses. In 5% of our 
warehouses the value of goods stored does not 
exceed $5,000; in 6% value is from $5,000 to 
$10,000 and in 17% value is from $10,000 to 
$20,000. Our Field Warehouse Service enables 
you to extend maximum credit service with min- 
imum risk to both your small and large borrowers 
through Warehouse Receipt Loans against their 
raw materials or finished products. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. ¢ 14 Lafayette Square, Buffalo 3, N. Y. + Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. * Thomas Bidg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. + First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bidg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 425 East 8th St., St. Paul 1, 
Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 


re ee a Or re 


April, 1949 





These Large Libraries Are 
Available To Any Bank 


1, City correspondent banks 
have a trained library staff to 
give service to their personnel 
and customers. 


2. The local Federal Reserve 
Bank has a trained library staff 
and a huge file of printed mat- 
ter available to member banks. 


3. Large investment firms have 
special libraries with emphasis 
on investment information. 


4. The American Bankers As- 
sociation has a large library for 
aiding members. 


5. The U. S. Treasury Depart- 
ment has a library which is one 
of the oldest and the largest in 
government offices. 


6. The F. D. I. C. maintains a 
special library. 


7. The Board of Governors of 
the Federal Reserve System has 
a library. 


financial libraries of other kinds are 
also available to you. The head- 
quarters office of the investment 
banking firm, which handles your 
investment account, or your credit 
agencies undoubtedly have libraries 
and will be glad to help you within 
certain limitations of distance, time, 
and correspondence. The American 
Bankers Association has one of the 
best libraries in the field of banking 
information in the country, with a 
reputation of serving the bankers of 
the nation. Those who have attended 
the Graduate School of Banking can 
testify to the valuable help given 
them by this library. 

Bankers and business men today 
are dependent upon various govern- 
ment departments and agencies for 
statistical series of all kinds. Fre- 
quently it becomes necessary to pro- 
cure original statistics not avail- 
able through ordinary sources. At 
such times it is helpful to know that 
the issuing department or agency 
has a library, and that the librarian 
might be of service to you. Special 
mention should be given the libra- 
ries of the United States Treasury 
Department, one of the oldest and 
largest in the government, the Fed- 
eral Deposit Insurance Corporation, 
and the Board of Governors of the 
Federal Reserve System. 

The librarians of all these libra- 
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ries have a common bond of inter- 
est. They call themselves special 
librarians and are members of Spe- 
cial Libraries Association, a national 
association of over 5000 librarians 
from business, technical, and other 
type of specialized libraries. This 
association has a twofold purpose; 
to unite special librarians locally 
through twenty-four chapters in 
leading cities of the country and 
Canada, and nationally through 
thirteen subject groups. Bank libra- 
rians are members of the Financial 
Group, one of the most active and 
progressive groups in the Associa- 
tion. Through local chapter meet- 
ings the special librarian becomes 
acquainted with the specialized col- 
lections of books, periodicals, and 
pamphlet materials of the various 
libraries in that city, and with their 
librarians. The reciprocal possibil- 
ities of inter-library loans are most 
valuable. Through contacts made at 
the annual convention of Special 
Libraries Association, members are 
able to meet on common ground and 
have an exchange of ideas relating 
to their particular fields of interest. 
Financial librarians, particularly, 
benefit by their acquaintance with 
librarians throughout the country, 
thus broadening their knowledge 
and resourcefulness. 

Special Libraries Association 
maintains an office and staff at 31 
East Tenth Street, New York 3, New 
York. It offers an advisory, con- 
sultant, and placement service to 
any firm which contemplates organ- 
izing a library. Many of its publi- 
cations have been useful to busi- 
ness—reference books that have 
been projects of the various groups. 
Special collections of classification 
schemes, subject headings lists, 
manuals of procedures, and sample 
forms which have been developed 
by members of the Association for 
their own _ special libraries are 
available to members. 

You bankers may wonder about 
the emphasis placed upon a library 
association such as this, but it is a 
professional association, organized 
for service to business. Should you 
have any questions about a library 
or a librarian, you can be assured 
of finding assistance there. If the 
headquarters office of Special Libra- 
ries Association cannot give you the 
help you need, you will be referred 
to librarians near you, who will be 
happy to aid you. They know the 
problems and advantages of a bank 
library, and you will benefit by their 
experience. 


Here’s A Way To Reduce 
The Cost Of Handling 
Wrapped Coin 


One of our readers in Michigan 
writes to ask what the cost is of 
wrapping coins in order to supply 
the rolls to customers who need a 
large quantity of them. In order to 
provide him with the information 
he wanted, calls were made on sev- 
eral city banks and on the Federal 
Reserve Bank. From this study, 
these important facts developed. 


Any member bank will receive 
any coin or currency ordered in 
standard rolls of coins and standard 
packages of currency in any denom- 
ination with a small wrapping 
charge but without any transporta- 
tion or insurance costs. If he orders 
money from his city correspondent, 
the common practice is for the coun- 
try bank to pay the shipping charges 
but usually no charge for packag- 
ing. 

Economical packaging of coins is 
done by electric-powered machines. 
If coins are to be rolled by hand, the 
cost will be whatever time is in- 
volved and a small cost for the 
wrappers. Obviously, it would be 
most economical for any Federal 
Reserve member bank to order its 
rolled coins or wrapped currency 
from the Federal Reserve Bank. The 
cost then would be as shown in the 
following table: 


Denomination Charge per $1,000 Oost per Roll 


$10.60 $.0058 
2.80 0056 
0075 


Cents 

Nickels 
Dimes 1.50 
Quarters .70 
Halves .70 


.0070 
.0070 

It is apparent from this table that 
rolls cost the bank less than one 
cent each. On this basis a charge to 
the local industry asking for the 
rolled money could be computed to 
cover the cost of handling. 

One large city bank, for example, 
charges one cent per roll. 


If the wrapping is to be done by 
the bank itself and if there is much 
of it, it would pay to buy a coin- 
wrapping machine. It probably also 
would be wise to have a coin-sort- 
ing machine. Mixed coins can be 
dropped into the hopper of the sort- 
ing machine and each denomination 
will be delivered into a separate 
tray. Each denomination separately 
then could be put into the wrapping 
machine and packages of standard 
size would be delivered. The cost 
in time of doing this work would 
amount to very little. However, the 
cost of the two machines would be 
about $600. 
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Metropolitan Reports to Policyholders on 1948 Business 


HERE IS THE Financial Statement of the 
Metropolitan Life Insurance Company for 
last year. It is more than just figures, be- 
cause back of them is the story of what 
32,700,000 policyholders have done for their 
families and themselves. 


The role of Metropolitan, like that of any 
Life insurance company, has been to help 
policyholders to make effective their indi- 
vidual plans for protection against the un- 
certainties of life. This Statement is a brief 
account of its stewardship. 


The amount paid to policyholders and 
beneficiaries in 1948 was $721,366,364. Of 
this sum, $263,780,754 went to the bene- 
ficiaries of 235,000 policyholders; $147,- 
045,672 to some 450,000 individuals for 
Matured Endowments and Annuities; and 
$59,403,238 for 650,000 claims for Disability 
and Accident & Health benefits. In addition, 
the total paid included sums for cash sur- 
render values, dividends, and other pay- 
ments due under outstanding policies. 


The total payments by Metropolitan to 
policyholders and beneficiaries during the 


last 16 years aggregated $9,346,330,825—a 
sum which has served as a stabilizing influ- 
ence in homes and communities throughout 
the country. This total exceeds the Com- 
pany’s assets of $9,125,145,007 as of De- 
cember 31, 1948. 


These assets are held to meet obligations 
of $8,591,210,201, of which more than 90% 
represents statutory reserves for future pay- 
ments to policyholders and beneficiaries. 
Over and above these obligations, there 
remained a surplus of $533,934,806, which 
is about 6% of obligations—a_ backlog 
which must be available against the pos- 
sibility of epidemics, adverse economic con- 
ditions or other unforeseeable situations. 


The Company’s assets guarantee the ful- 
fillment of the $39,958,517,854 of Metro- 
politan life insurance in force. In addition, 
they assure the payment of the 448,394 
annuity and supplementary contracts out- 
standing, and the 6,546,412 policies or cer- 
tificates providing benefits in event of either 
accident, sickness, hospitalization, surgical 
or medical expense. 


A few other highlights of the Company's 
1948 annual statement are: the net rate of 
interest earned on total assets reversed the 
trend of many years and increased from 
2.94% in 1947 to 3.03%; in line with the 
experience of business generally, there were 
some increases in expenses; the rate of mor- 
tality was slightly lower than in 1947; the 
lapse rate was one of the best on record; and 
new life insurance issued during the year 
was $2,904,157,071. The amount held for 
dividends payable to Metropolitan policy- 
holders in 1949 totals $152,067,254. 


Metropolitan investments continued in 
1948 to serve various sections of the nation 
and its economy. The Company is interested 
in making loans, irrespective of size, to 
either individuals or corporations, which 
meet the legal requirements with which it 
must comply. 


A more complete review of the Com- 
pany’s affairs will be found in its Annual 
Report to Policyholders, which will be sent 
to anyone on request. 


STATEMENT OF OBLIGATIONS AND ASSETS...DECEMBER 31, 1948 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York) 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Statutory Policy Reserves . 


. $7,800,699,727.00 
U. S. Government 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


. $3,389,262,335.35 


This amount, determined in accordance with legal require- 
ments, together with future premiums and reserve interest, 
is necessary to assure payment of all future policy benefits. 

Policy Proceeds and Dividends Left with Company. 

Policy proceeds from death claims, matured endowments, 
and other payments, and dividends—left with Company by 
beneficiaries and policyholders to be returned in future years. 

Reserved for Dividends to Policyholders . . 

Set aside for payment in 1949 to those policyholders eligible 
to receive them. 

Policy Claims Currently Outstanding . 

Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported. 

Other Policy Obligations 

Premiums received in advance, reserves for ‘mortality ‘and 
morbidity fluctuations, reserve for continuing the program 
of equalization dividends on weekly premium policies, etc. 

Taxes Accrued . 

Including estimated amount ‘of taxes payable i in 1949 on ‘the 
business of 1948. 

Contingency Reserve for Mortgage Loans. 

All Other Obligations 


TOTAL OBLIGATIONS 


SURPLUS FUNDS 


. $ 80,013,000.00 
453,921,805.89 


Special Surplus Funds . ; 
Unassigned Funds (Surplus) . 


TOTAL SURPLUS FUNDS e 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 


485,882,414.00 


152,067,254.00 


35,428,842.47 


55,327,132.80 


18,835,395.00 


21,000,000.00 
21,969,435.99 


. $8,591,210,201.26 


533,934,805.89 


- $9,125,145,007.15 


National Government Securities. . ; 
‘ $3,133,829,569.00 


Canadian Government . 255,432,766.35 


Other Bonds .. ° ° 

Provincial and Municipal . . 

Railroad . 

Public Utility. 

Industrial and Miscellaneous — 

Bonds of the Company’s Housing Devel- 
opment Corporations. ° 


$ 69,755,510.23 

501 930,398.52 
. 1,152,792,757.79 
« 1,722,176,660.28 


115,552,843.75 


Stocks . 
All but $4, 095, 050. 58 are 2 Preferred or Guaranteed. 


Mortgage Loans on Real Estate . 
Mortgage Loans on City Properties 
Mortgage Loans on Farms 

Loans on Policies . 

Made to policyholders on the security ‘of their policies. 


Real Estate (after decrease by ad,ustment of $25,000,000 
in the aggregate) . 

Housing projects and other ‘real estate 
acquired for investment. . . . § 

Properties for Company use 

Acquired in satisfaction of mortgage in- 
debtedness (of which $11,709,287.72 is 
under contract of sale) 


Cash and Bank Deposits 

Premiums, Deferred and in Course of Collection 

Accrued Interest, Rents, etc. . a *< 
TOTAL ASSETS TO MEET OBLIGATIONS 


$1,045,046,270.06 
93,889,538.34 


153,465,256.62 
34,716,517.77 


46,235,804.19 


3,562,208,170.57 


112,252,333.58 


1,138,935,808.40 


364,630, 189.90 


209,417,578.58 


151,886,801.05 
131,311,715.47 
65,240,074.25 


- $9,125,145,007.15 


NOTE —Assets amounting to $438,451,141.96 are deposited with various public officials under requirements of law or regu.atory 
authority. In the Annual Statement filed with the Massachusetts Department of Banking and Insurance, Statutory Policy 
Reserves are $7,800,819,811.00, and All Other Obligations are $21,849,351.99. 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 


METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 


Gentlemen: 


t" ti mio 


Please send me a copy of your Annual Report to Policyholders for 


1948. 


NAME 
STREET. 


CITY. STATE 


1 MApIsON Avenue, New York 10, N. Y. 
April, 1949 
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oD Your bank’s film records — 
are highly confidential. From ~ 


the moment they come in, therefore, 
Recordak handles them with the utmost 
discretion and secrecy. No outsiders 
are allowed in the laboratory—no 
viewing equipment. And facsimiles or 
duplicate prints are made solely on your 
official authorization in writing. 


Follow your film through your 
Recordak prem i oA fe, 


CHICAGO @ - 


PITTSBURG © WASHINGTON 
a 


s 
DENVER © 
". SAN FRANCISCO KANSAS CITY © e CROIAR 
ST. Lours 


a ®LOS ANGELES ATLANTA ® 


Nickie: 


laboratory SS 


See why thousands of banks have such 
complete confidence in Recordak methods 
of handling—and processing—film records 


6 >> After this last inspection, your 
[film is put back into your box 
.. ready either to be mailed out to you 
immediately, or to be handed over to 
your special messenger. 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
Recordak is a trade-mark 350 Madison Avenue, New York 17, N. Y. 





K2> Besides being highly confidential, your film 


bg records are also extremely valuable. Accord- 

rds : ingly, Recordak protects them against loss or misdirection 

‘rom # by numbering your box . . . your film... and the accom- 
ae panying worksheet. This definitely associates your film with 

10st | ~ “Ss your box|and with our records. Then when the worksheets 


are proved, every box and every film must be accounted 
for—and no guesswork about it! 


3 And no guess- 
work about the 
processing your film gets... ina 


| r Recordak laboratory. It’s precision 
work every step of the way. Devel- 


an oping solutions are mixed just so— 
} s and kept just so—controlled from 

( start to finish. Temperatures are 
5 maintained within strict tolerances. 
an YOR Timing is automatic, precise, held 
a to the second. 
SHINGTON 


4 > Asan extra processing 

i safeguard, exposed test 
strips of film are measured with a 
special instrument at regular intervals. 
This enables Recordak technicians to 
keep an accurate check on the entire 
developing process . . . to assure results 
which meet the highest Recordak 
standards of quality. 


5 To safeguard you further, Recordak 
inspects every inch of your film after it 
7 your has been processed. This inspection provides a 
box final check on processing quality. It also provides a 
check on the proper functioning of your Recordak 
to equipment . . . and on the efficiency with which it 
is being operated. 





to you 


=RECORDPRK cornea 


(Subsidiary of Eastman Kodak Company) 


A Successful Teller Is Diplomatic 


By C. H. FLETCHER, C.G.A. 


Handwriting Expert and Lie Detector Examiner 
Chicago, III 


SUCCESSFUL teller is diplo- 

matic. A study of the hand- 
writing of those tellers who have 
been most successful reveals that 
they have about 12 well-developed 
character traits which enable them 
to succeed in this work. 

These character traits are: 1. Di- 
plomacy, 2. Poise and good judg- 
ment, 3. Initiative, 4. Strong will- 
power, 5. An inclination not to 
worry, 6. Desire for responsibility or 
opportunity, 7. Imagination, 8. The 
ability to talk well, 9. Self-confi- 
dence, 10. The ability to think posi- 
tively, 11. The ability to concen- 
trate, 12. Caution. 

Knowing how to deal with people 
is the foremost secret of the suc- 
cessful teller. The way he talks to 
customers determines his success or 
failure. He can possess great abil- 
ity and education, but he will fail 
unless he is diplomatic. Many tellers 
attain far more than average suc- 
cess with only average ability, plus 
this one trait of diplomacy. 

People like to deal with a diplo- 
matic teller because they feel satis- 
fied with the service he renders. 
John D. Rockefeller once said to 
Mathew C. Brush: “The ability to 
deal with people is as purchasable 
a commodity as sugar or coffee and 
I will pay more for that ability than 
for any other under the sun.” 

What is diplomacy? The ability to 
treat everyone you meet as if he or 
she were important. That is diplo- 
macy. William James wrote, ‘“‘The 
deepest principle in human nature 
is the craving to be appreciated.” 


Here you see C. H. Fletcher examining 
the signatures on forged money orders 
which were cashed at a currency ex- 
change and cleared through a Chicago 
bank. Sometimes, signatures must be 
examined with a microscope to deter- 
mine their genuineness. 





The Twelve Character Traits 
Of A Good Teller 


. Diplomacy 

. Poise and good judgment 
. Initiative 

. Strong will-power 

. Inclined not to worry 


6. Desire for responsibility or 
opportunity 


7. Imagination 


8. Frankness and the ability 
to talk well 


9. Self-confidence 
10. Positive thinking 
11. Concentration 
12. Caution 





Successful tellers treat. everyone 
who comes to the window as if he 
were important. 


We want a teller who possesses 
poise and judgment, Such a person 
will use his head rather than let his 
emotions rule him. 


Another trait found in a good 
teller is strong will-power. The 
temptations placed in the path of a 
teller are very great, but necessary, 
It may become a great temptation 
to one with a weak will to get 
money the “easy way.” Any teller 
knows that no matter how much 
he takes, or over what period of 
time he takes it, sooner or later he 
must pay the price for being dis- 
honest. If a teller has developed a 
strong will-power (which also de- 
velops other good traits), there is 
less chance of yielding to tempta- 
tion. 

A person with a strong will can 
force himself to do the things he 
knows are right, and this one trait 
properly developed can make a 
good teller. 


A person who has a weak will 
should never be placed in the posi- 
tion of teller. Possessing such a trait 
of character will only lead to trouble 
in the end. You can avoid it at the 
beginning. 

The successful teller learns to 
master himself as all successful men 
and women have learned to do. He 
gets a clear picture of his position 
in relation to the bank’s structure 
as a whole. He realizes that he can 
advance to a higher position only 
as he himself becomes better quali- 
fied to hold a bigger and better posi- 
tion. He develops a desire for re- 
sponsibility (or opportunity, which 
is the same thing but a better 
word). 


A good teller doesn’t worry. A 
worrying teller will make mistakes. 





The sum total of any person’s character is determined by evaluating the effect, good 
or bad, of one trait on all other traits shown by the handwriting. Remember, it is the 
combination of all the traits found in a specimen that reveals the true character. Posi- 


tive and negative traits must be weighed, one against the other, to know the writer. 
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AWRENCE 


AREHOUSE 


OMPANY 


NATIONWIDE FIELD WAREHOUSING 


Lawrence warehouse receipts, issued on the borrower's inventory, protect the lender with 
collateral which is fundamentally sound. Lawrence is the largest, strongest and most expe- 


rienced organization conducting nationwide field warehouse operations. 


Annual Report as of December 31, 1948 


SAN FRANCISCO 
LOS ANGELES 
PORTLAND 
SEATTLE 
SPOKANE 
STOCKTON 
FRESNO 
PHOENIX 
CHICAGO 
HOUSTON 
DALLAS 
NEW ORLEANS 
DENVER 
DES MOINES 
KANSAS CITY 
ST. LOUIS 
CLEVELAND 
CINCINNATI 
NEW YORK 
BUFFALO 
BOSTON 
PHILADELPHIA 
PITTSBURGH 
ATLANTA 


CHARLOTTE 


WASHINGTON, D. C. 


MANILA, P. I. 
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ASSETS 
CASH IN BANKS AND ON HAND . 
ACCOUNTS AND NOTES RECEIVABLE . 


DEPOSITS WITH INSURANCE COMPANIES 
TOTAL CURRENT ASSETS 
WAREHOUSE AND OFFICE EQUIPMENT . 


Cost 


Less Reserve for Depreciation 


OTHER PHYSICAL ASSETS . 


$344,201.02 


163,779.55 


DEFERRED CHARGES TO FUTURE OPERATIONS 


Prepaid Insurance . 
Inventory of Supplies . 
Improvements to Leased Property . 
Other Prepaid Expenses 
DISCOUNT ON PREFERRED STOCK 
TOTAL ASSETS . 


$ 65,927.16 
46,670.81 
70,968.00 


97,954.95 


141,377.08 
1,684,923.93 
4,853.80 


$1,831,154.81 


180,421.47 


21,897.53 
281,520.92 


10,868.30 


$2,325,863.03 


LIABILITIES AND NET WORTH 


ACCOUNTS PAYABLE 
NOTES PAYABLE TO BANKS . 
ACCRUED TAXES—NOT DUE. 


Income Tax withheld from Employees . 


Social Security Taxes 
Federal Taxes on 1948 Income . 


Other Federal, State and Local Taxes . 


TOTAL LIABILITIES 
NET WORTH 


Preferred Stock —16,409 Shares — 
$25.00 par value 


Common Stock — 25,784 Shares 
Earned Surplus . 


TOTAL LIABILITIES AND NET WORTH 


$ 89,715.43 
103,363.41 
95,655.22 
8,760.39 


$410,225.00 
373,520.00 
542,556.53 


175,067.05 
527,000.00 
297,494.45 


999,561.50 
1,326,301.53 


$2,325,863.03 








What causes a person to worry? His 
thinking about his own problems. 
People worry about things that 
never happen. It is a trait developed 
by those who try to cross bridges 
before they come to them. Most of 
us know that many of the things we 
worry about never happen anyway. 

Imagination is important in any 
type of work, for, without it, the 
writer is unable to get a clear pic- 
ture of what he is going to do and 
how he is going to do it. In my opin- 
ion, imagination is the foundation 
trait upon which all other traits of 
character are built. Everything takes 
place first in the imagination, the 
mind, the thoughts, and the imagi- 
nation determines the results of 
proper or improper thinking. 

A good teller should be able to 
talk well. 

Self-confidence is a quality he 
must develop if he does not already 
possess it. How do you develop self- 
confidence? 

1. By learning everything you 
can about your job so you can do it 
better than the next fellow. 

2. Learn how to control your 


Successful tellers treat everyone who 
comes to the window as if he were im- 
portant. 


* 


thinking. You must learn to become 
a positive thinker. Think success, 
not failure. Stop thinking negative 
thoughts—not an easy order. 

3. Work, act, and walk like a 
successful person. You can always 








This ediieeeil Of iiihiaaitiaagte Of A Good Teller Shows 


These Positive Traits 


. This writer has developed the powers of concentration very strongly. 


. Has plenty of will-power, enthusiasm, determination, imagination. 


. Skill with the hands is very good. 


. Has some vision. 


. Not an easy person to tempt. With such strong will-power, tempta- 


tion means little to him. 
. Will always try to do his best. 


. Has plenty of pride and this will show in his work. 


Steps In Developing 
Self-Confidence 


1. Learn everything you can 
about your job so that you can 
do it better than the next fellow. 


2. Learn how to control your 
thinking. You must learn to be- 
come a positive thinker. Think 
success, not failure. Stop think- 
ing negative thoughts. 


3. Work, act and walk like a 
successful person. You can al- 
ways tell a person who is down 
and out by the way he walks. 


4. Look the part. Dress care- 
fully, but not so as to attract at- 
tention. 


tell a person who is down and out 
by the way he walks. 

4. Look the part. Dress carefully, 
but not so as to attract attention. 

The negative traits which are not 
found in a successful teller are: 
1. Weak will, 2. Deceitfulness, 
3. Jealousy, 4. Vanity, 5. Sensitive- 
ness, 6. Temper, 7. Irritability, 
8. Resentment, 9. Domineering, 
10. Visionary, 11. Lack of faith in 
self, 12. Extravagance, 13. Stub- 
borness, 14. Clannishness. 

Certain negative traits may offset 
many good traits of character 
classed as positive traits. The posi- 
tive trait becomes a negative trait 
because of the thinking qualities of 
the writer 

The sum total of any person’s 
character is determined by evaluat- 
ing the effect, good or bad, of one 
trait on all other traits shown by 
the handwriting. Please remember, 
it is the combination of all the traits 
found in a specimen that reveals 
the true character. Positive and 
negative traits must be weighed, 
one against the other, to know the 
writer. 


This Idea Sells More 
Money Orders 


One Indiana bank which makes a 
specialty of selling bank money or- 
ders keeps a supply of stamped en- 
velopes available at the money order 
window, and whenever a customer 
buys a money order, he is asked if 
he would like to have a stamped 
envelope. Also, a mailbox is mount- 
ed near the money order window 
where the letters may be posted. 
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Voice of experience: 


Another Bank Tells 
Why It Likes 


The Burroughs Commercial 
Teller’s Machine 
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“Faster Service to Customers, 
Simplitied Teller Procedures” 


oe eee srodity nent Day after day, more banks approve the results obtained with 

change . . . they liked the speedier . : , . 

curvins ot dhe wladad! an eel os Om Burroughs Commercial Teller s Machines. In 46 states, banks 

—_ elimination - a’ passbook. Ce serving nearly five million depositors are now offering their 
ad tellers’ procedure has been greatly . : . : 

y or- improved . . . tellers’ differences customers this better, faster service. You, too, will find it an 


d en- have shown a marked improvement important banking asset. Get the facts from your Burroughs 
order and the flow of work to our Proof 
L 


Department has been accelerated. man today. 
Without hesitation, we recommend 


ced if this system for any commercial WHEREVER THERE’S BUSINESS THERE’S 
mped tellers’ operation.” 


, s . 
ount- First and Merchants National B h _—. 
ndow Bank of Richmond urroug Ss * 
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The word “Industrials” is most 
likely to be heard in which 


department? 


a. Investment office; b. Safe Deposit; c. 
Legal. 


Which of the following is a 


correct statement? 


a. Bank employees should obey the com- 
mand of a bandit. To do otherwise might 
result in either serious injury or death; 

b. Proper procedure in case of hold-up is 
for every employee to shoot at the bandit. 
c. It is unwise to have any firearms in a 
bank. 


True or False. Circle the letter 
T if true, circle the letter F if 


false. 
T. F. The Federal Reserve Bank makes a 
small charge for safe-keeping bonds owned 
by member banks. 
4) Forty-nine cities have a prefix 
in their transit number which 
is different from the prefix for the 
state. Can you tell which city has 
the prefix 41? 


a. Denver, Colo.; b. Dallas, Tex.; ¢. 
City, lowa. 


Sioux 


Which of the following con- 
tain zinc? 
a. Dime; b. Nickel; ¢. Penny 


What banking operation is pic- 
tured here? 

a. Checking personnel records; b. Operating 
the bank’s library; ¢. Training young ladies 


to be pages; d. Training secretaries for bank 
officers. 


(Answers on page 42) 


How many silver dollars in 
seven rolls? The answer is to 
be based on the latest A.B.A. rec- 
ommendation as to the number of 
coins in a roll. 
a. 120; b. 240; ¢. 140; d. 350. 
Fa Which of the following state- 


ments is correct? 


a. Vault boxes should be rented to anyone. 
Even a crook could not do any harm by 
renting a box; b. No person shall be per- 
mitted to rent a box who cannot give satis- 
factory poof of his identity. 


£) If a loan officer talked about 
agricultural paper, which of 
the following terms would best 


describe what he means? 


a. A newspaper issued for farmers; b. A 
farm paper published by an agricultural 
college; ¢. Notes arising out of farming 
transactions. 


H0) Which of these names is most 
likely to be heard in banks? 
a. Victor; b. Denison; ¢. Edmont. 

Which of the following state- 


ments is correct? 


a. There are more banks in lowa than in 
Kentucky; b. There are more banks in Ken- 
tucky than in lowa. 


If a note is taken by the bank 
for collection, is the payee 
given the money when he leaves 


the note? 


a. Yes, it is handled like cashing a check; 
b. No. the money is not paid until the bank 
has received the proceeds of the note in 
cash or solvent credit. 


In which department of a bank 
would you be most likely to 


see posture chairs? 


a. Workroom; b. Teller’s cage; ¢. Officers’ 
quarters. 


When may a borrower pay a 


demand loan? 


a. Any time after 30 days; b. At. its matur- 
ity; ¢. At any time he desires before de- 
mand is made by the holder. 


From which law is the follow- 
ing statement taken? 
(Date; Presumption as to) Where 
the instrument or an acceptance or 
any indorsement thereon is dated, 
such date is deemed prima facie to 
be the true date of the making, 
drawing, acceptance, or indorse- 


ment as the case may be. 


a. Negotiable Instruments Law; b. The 
Federal Reserve Act; c. Banking Act of 1933. 


If the interest on $1,000 for one 
month was $5 at which rate 


was the interest computed? 
a. 5%; b. 6%; ¢. 7%. 


If your bank is to have com- 

plete protection, which of the 
following types of insurance should 
be carried by a restaurant owner 


who borrows from it. 


a. Products Liability; b. Occupational Dis- 
ease (to be added to Workman’s Compen- 
sation Policy); ¢. Teams Liability. 


Which of the following is an 


incorrect statement? 


a. Some courts have recognized film records 
as of the same authenticity as original 
documents; b. Securities will not be pur- 
chased for the account of member banks by 
the Federal Reserve Bank. 


In which book should the fol- 
lowing account be found? 
Time Deposits—Open Account 

(Interest-bearing deposits on open 
account, other than those due to 
banks, but subject to withdrawal 
only upon notice not less than 30 
days in advance of withdrawal. The 
interest rates paid are fixed by con- 


tract in each case.) 


a. Savings ledger; b. General ledger; ¢ 
Commercial ledger. 


A bank loan officer who han- 
dles loans only would most 
likely have which of the following 


blank forms in his desk? 


a. Promissory note; b. Invoice; ¢. Christmas 
Savings member's cara 
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Fifly-Ninth 
ANNUAL STATEMENT 


DECEMBER 31, 1948 


ASSETS 
United States Government Bonds . . . . . $17,980,988 
All Other Bonds it ete a he ie ee a a ee ee 
Preferred and Guaranteed Stocks . .......... «2,974,102 
Common Stocks . Ee ey ee ee ee 
Cash in Banks and Offices ........2.2.2.2... £293,226,126 
Premiums Receivable not over 3 months due... . . . . 270,938 


Other Assets a at a ee ee ee ee ee ee 495,493 


Tora. Apmitrep Assets . .. . . . $32,872,864 





LIABILITIES 

Unddsned Preset. 6a we ee . . $7,008,704 
Outstanding Losses and Claims . ........... 5,690,341 
Taxes, Expenses and Commissions. . ........ . 41,457,313 
Funds Held under Reinsurance Treaties . . 2... . . 1,427,925 
Non-Admitted Reinsurance . . . 2. 2. «1. «e+ _ 2,752,173 

Torat Liasinities, Excerpt Capita . . . . . $18,336,456 
ee ee er 
Surplus ea we eae ee ee eg ee re eee 
Unrealized Appreciation of Investments... . . . . . _ 1,336,939 

Surplus to Policyholders . . . . . . . . . . $14,536,408 


Tora 
Investments valued at $1,273,795 are deposited with government authorities as required by law, 


DIRECTORS 
HENDON CHUBB, Chubb & Son 


A. M. ANDERSON, Chairman of Executive Committee, EMORY S. LAND, President, 
J. P. Morgan & Co., Incorporated Air Transport Association of America 


PRESCOTT S. BUSH, Brown Brothers Harriman & Co. NATHAN MOBLEY, Executive Vice-President 
PERCY CHUBB 2nd, Chubb & Son JUNIUS L. POWELL, Chubb & Son 
CLINTON H. CRANE, Chairman of Board, REEVE SCHLEY 


St. Joseph Lead Company CARROL M. SHANKS, President, 
WILLIAM A. HAMILTON The Prudential Insurance Co. of America 


JOHN T. JONES, President ARCHIE M. STEVENSON, Bigham, Englar, Jones & Houston 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers of the Casualty Department 


Fidelity ° Surety . Casualty 


Aviation Insurance through Associated Aviation Underwriters 


April, 1949 





What Banks Are Required To Do 
With Blocked Funds Of Non-Residents 


Authentic information for banks having accounts of vari- 
ous kinds belonging to residents of specified countries. 


MONG the real but unsung 

heroes of World War II are the 
banks. Even before the United 
States was itself at war, the banks, 
particularly the large ones, doing 
an international business, felt the 
burden of the Trading with the 
Enemy Act, the so-called “freezing 
order” (Executive Order No. 8389) 
and the regulations thereunder. Re- 
peatedly, before and during the war 
they were called upon for elaborate 
reports. 

Obediently, but obviously at con- 
siderable expense, banks screened 
their records, set up systems for 
spotting and reporting accounts of 
foreign nationals, for blocking such 
accounts and finally for releasing 
them, all strictly in conformity with 
a veritable labyrinth of rules sub- 
ject to constant amendment and “in- 
terpretation.”” Much credit is due 
the financial institutions of the 
United States for a patient, pains- 
taking, patriotic job in this respect. 

To a great extent, the job is done. 
The major portion of the complex 
regulations of “Foreign Fund Con- 
trol” of the Treasury Department 
have been revoked. What perhaps 
will be the final report, Form TFR- 
600, due in July last year, has been 
called for. Generally speaking, the 
property of formerly “blocked na- 
tionals,” acquired by them in this 
country since the cessation of hos- 
tilities, is not affected by the surviv- 
ing regulations, 


Threefold Purpose 


This article has a threefold pur- 
pose: 1. To outline important fea- 
tures of the blocking regulations 
still in force; 2. to furnish a formula 
by which a bank can determine 
which of its accounts are unblocked 
and which accounts remain subject 
to controls; and 3. to discuss briefly 
what appear to be the government’s 
plans concerning blocked accounts 
and the role of the banks in that 
connection. 

The term “blocked account,” as 
far as banks are concerned, is not 
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By LEON LECOUR DROLET 


Member of the Chicago Bar. Formerly manager 
of the Chicago Field office, Office of Alien 
Property, Department of Justice. 


restricted to a balance in a foreign 
depositor’s favor. All the following 
may be “blocked accounts,” all 
dealings in which are prohibited 
unless “licensed”: « 


1. Checking or savings accounts, 
balances or credits of any sort 
of “blocked nationals” ; 

. Custody or agency accounts of 
“blocked nationals” ; 

3. Assets held by the bank in a 
fiduciary capacity, in which 
“blocked nationals” have any 
interest, e.g., a right to distribu- 
tion of share of an estate; 

4. Funds or securities held or pay- 
able by the bank as paying, 
escrow or transfer agent, in 
which “blocked nationals” have 
an interest; 

. Realty over which the bank has 
some jurisdiction and in which 
a “blocked national” has an 
interest ; 


6. Generally, all property in the 
bank’s possession of whatever 
character, to which “blocked 
nationals” have any claim, or 
in which they have or assert 
any right or interest. 


Blocked nationals, it will be re- 
called, are, generally speaking, resi- 
dents of the former enemy or 
enemy-occupied countries. 


Until December 31, 1948, there 
was in force what was known as 
General License No. 95 of the Treas- 
ury Department. This provided that 
the property in the United States of 
residents of various “blocked” coun- 
tries was to be considered freed of 
further control upon issuance to the 
holder of such property of a certifi- 
cate of an agency of the blocked 
national’s home government to the 
effect that the owner was not an 
“enemy national,” e.g., German. 


All the Foreign Fund Control 
functions of the Treasury Depart- 





SCHEDULE I 


PERSONS whose property is still 
blocked: 


Residents of: 

(a) Austria, Czechoslovakia, Den- 
mark, Estonia, Finland, 
Greece, Italy, Latvia, Lithu- 
ania, Luxembourg, Nether- 
lands, Norway, Poland, Yugo- 
slavia 

(b) Belgium 

(c) France 

(d) Liechtenstein | 
Switzerland | 


NOTE 1: 


Assets of residents of the 


PROPERTY which is still blocked: 
That property (not certified before De- 
cember 31, 1948, or not until now individ- 
ually unblocked), interest in which was 
acquired by residents of country opposite 
on or prior to: 


December 7, 1945 


November 20, 1945 
October 5, 1945 


November 30, 1946 


above-named countries in which the 


property interests arose after the dates given are automatically 


unblocked by virtue of G 
NOTE 2: 


eneral License No. 94. 


General License No. 97 automatically unblocks any account of any 


of the above-named countries where the total value of the property 
in the account on February 1, 1948, was not more than $5,000 


NOTE 3: 
rities) in this country in 


Special restrictions continue to apply to accounts (cash or secu- 


the name of any bank or other financial 


institution located in Switzerland, Liechtenstein or Sweden. Per- 
mission should be sought for any transaction involving such an 


account. 
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How many of these 9 Questions 
on Check Design can you answer? 


RATE YOURSELF 


WITH THIS SIMPLE TEST: 


Reduced from actual size of 8 3-8'/ x 3 3-8/" 


On the blank business check above indicate correct position for: 


« » - customer’s check number... 
.». date of check... 
. . . bank’s routing symbol... 


6. . +. amount in words... 


7. ...name of account from which money is to 
be paid (drawer)... 


...Mmame of person who is to receive the &. ...mname and address of bank on which check 


amount (payee)... 


is drawn... 


..+. amount in numerals preceded by dollar 9, ... official signature that bank is authorized 


sign... 


You'll find answers in Hammermill’s 
idea-book, “BUSINESS CHECKS.” And 
you'll find it a stimulating refresher. It offers 
15 examples of common time-wasting design 
faults taken from checks in actual use. Then 
it shows in clear diagrammatic form the es- 
sentials of a GOOD business check design... 
conforming to recommendations of the Amer- 
ican Bankers Association. 


to honor... 


Like many bankers, you may find distribu- 
tion of this book a tactful and helpful way 
to persuade your customers to design their 
checks properly. Send the coupon for free 
copy. 

And remember: even the best designed 
bankand business checks give greater satis- 
faction on the easy-to-write-on paper that 
really protects—Hammermill Safety. 


Safety Paper Division , : 
elt Paper Company, 1505 East Lake Road, Erie, Pennsylvania 


Please send me—free—a copy of “BUSINESS CHECKS. 


losition. 


— (Simply attach coupon to, or write on, your bank letterhead) 


BM-AP 


ANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1898 


April, 1949 
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ment were on August 20, 1948, by 
Executive Order No. 9989, trans- 
ferred to the Attorney General who 
acts through the Office of Alien 
Property, Department of Justice. 

Much of the blocked property in 
the United States was unblocked 
before the end of last year via the 
“certification” route. December 31, 
1948, the line was drawn; certifica- 
tion was no longer recognized. Since 
that date general release of control 
of still blocked property may be 
secured only by means of a separate 
application for license, subject to 
individual scrutiny. Furthermore, 
as to a large portion of the still- 
blocked assets, the official attitude 
of the Government now is that such 
assets may be presumed to be, and 
(in the absence of prompt action cn 
the part of the owners) may be 
treated as the concealed property 
of an enemy government or indi- 
vidual. 

Of what importance is this still- 
blocked fund? Estimates only can 
be made, since the Treasury De- 
partment in establishing its un- 
blocking program found it impracti- 
cable to maintain current records 
of funds released by the “‘certifica- 
tion” method. A year ago Secretary 
of the Treasury John W. Snyder 
estimated that citizens of the sev- 
eral countries participating in the 
European Recovery Program (ERP) 
alone had “concealed” and “uncer- 
tified” in the United States, assets 
worth over a billion dollars. 

The schedules herewith will be 
found helpful in determining 








PERSONS whose property is still 
blocked: 


Residents of: 
Germany 
Bulgaria 
Hungary 
Japan 
Romania 


NOTE 1: 


SCHEDULE II 


PROPERTY which is still blocked: 
That property (not until now unblocked 
by separate license) interest in which was 
acquired by residents of countries op- 
posite on or prior to: 


December 31, 1946 
December 7, 1945 
December 7, 1945 
December 31, 1946 
December 7, 1945 


Assets of residents of the above-named countries, interest in which 


was acquired by such persons after the dates given, are automati- 
cally unblocked by virtue of General License No. 94. 


NOTE 2: 


Property, interest in which was acquired on or prior to December 


31, 1946, of a German or Japanese citizeh who at any time on or 
since January 1, 1945 has been within any country against which 
the United States declared war (Germany, Italy, Japan, Bulgaria, 
Hungary and Romania), is still specially blocked. 











whether property is still blocked or 
is “free” by virtue of General 
License No. 94. : 

Schedule I omits reference to Ger- 
many, Bulgaria, Hungary, Japan or 
Romania. These five enemy coun- 
tries have received different treat- 
ment under the law and regula- 
tions: a. The benefits of General 
License No. 95 and the certification 
procedure have never been extended 
to them, b. General License No. 97 
unblocking accounts of $5,000 or 
less does not apply in their case, 
c. The blocked assets of Germany 
and Japan and of their individual 
resident nationals continue to be 
subject to seizure or “vesting” by 
the Attorney General. 

The above table indicates what 
property of residents of these 
same five countries remains blocked. 








Normally, good management is the answer. But if the 












































normal routine of business is upset by a fire or another 
catastrophe that forces you to continue business in 
temporary quarters, with rented bookkeeping and 
calculating machines, you’ll need Extra Expense in- 
surance. A more detailed explanation of Extra Expense 
insurance will be mailed you on request. 








THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1947 


Assets ° . . - . - - - . - $106,262,644 
Liabilities e ° e ° e ° ° e ° 51,292,949 
Surplus to policyholders - - - - - - 54,969,698 
Losses paid to December 31, 1947 - -' - ~~ 422,207,611 





Related to Schedules I and II are 
two General Licenses which permit 
limited monthly remittances out of 
blocked accounts for living expenses 
in certain cases, 


General License No. 32 authorizes 
remittances from blocked accounts 
by any person to any individual who 
is within any foreign country (other 
than remittances to a. a citizen or 
subject of Germany, Japan, Bul- 
garia, Hungary or Romania, who 
is within any such country, or b. a 
citizen or subject of Germany or 
Japan within Italy), provided that 
such remittances are made only for 
the necessary living expenses of the 
payee and his household and do not 
exceed $250 in any one calendar 
month to any one household, and 
provided further, that such remit- 
tances are made only from blocked 
accounts in banks within the United 
States in the name of, or in which 
the beneficial interest is held by, the 
payee or a member of his household. 


The remittances authorized by 
General License No. 32 if destined 
for persons within Austria, Bel- 
gium, Denmark, France, Greece, 
Italy, Luxembourg, the Nether- 
lands, Norway or Sweden, may be 
effected only by payment of the dol- 
lar amount of the remittance to a 
domestic bank for credit to an ac- 
count in the name of a bank within 
such country. 


General License No. 32A author- 
izes remittances from blocked ac- 
counts by any person to any indi- 
vidual within Bulgaria, Hungary or 
Romania who is a citizen or sub- 
ject of any such country, provided 
that such remittances are made only 
for necessary living expenses of the 
payee and his household, provided 
the remittances are from accounts 
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THE RESOURCES WHICH PROTECT 
THE POLICYHOLDERS OF THE 
COMMERCIAL UNION - OCEAN GROUP 
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UNITED STATES RESOURCES DECEMBER 31, 1948 


* POLICY- SECURITIES saieuaatn 
COMPANIES OF THE COMMERCIAL UNION - OCEAN GROUP ADMITTED HOLDERS’ oo AS 
| 





























ASSETS SURPLUS QUIRED ADMITTED POLICYHOLDERS’ | 


BY LAW ASSETS SURPLUS 


Commercial Union Assurance Co. Ltd. + $23,976,609 | $16,336,022 |$7,640,587 |$1,064,522|$24,217,088 | $7,881,066 | 


ORGANIZED 1861 


The Ocean Accident & Guarantee Corp. Ltd. { | 27,830,667} 21,879,066 | 5,951,601) 985,009) 28,126,163| 6,247,097 


ORGANIZED 18 


American Central a Company 10,873,654] 7,043,326} 3,830,328) 388,151 11,049,797 4,000,471 | 


ORGANIZED 1853 


The British General Insurance Co. Ltd. T 1,778,235| 1,044,366| 733,869) 651,864) 1,780,951| 736,585 | 


ORGANIZED 1904 


The California Insurance Company 7,167,014} 4,289,154) 2,877,860} 365,914) 7,287,975] 2,998,621 


ORGANIZED 1864 


Columbia Casualty Company 14,951,579 | 10,990,925 | 3,960,654 734,576] 15,106,632| 4,115,706 | 


ORGANIZED 1920 


The Commercial Union Fire Ins. Co. of N.Y. | 5,016,981] 3,997,111 | 1,619,670| 331,580] 5,059,180 1,682,070 | 


ORGANIZED 1890 


The Palatine Insurance Company Ltd. t+ | 4,228,696] 2,390,169| 1,898,527] 629,476] 4,313,598 1,923,429 | 


ORGANIZED: 1886 


Union Assurance Society Limited 7 | 3,464,719] 2,366,273| 1,098,446| 636,181| 3,539,865) 1,173,592 | 


ORGANIZED 1714 | | 


t U. S. Branch *\f all Bonds and Stocks owned were valued on the basis of December 31, 1948 Market Values, the Total Admitted Assets and 
Policyholders’ Surplus would correspond to the amounts shown in the last two columns at the right. 


Writers of 


FIRE °¢ CASUALTY -¢ MARINE 
AUTOMOBILE - AVIATION e¢ BONDS 


through 


FRIENDLY AGENTS AND BROKERS 


located in Towns and Cities, Nation-wide 


HEAD OFFICE-ONE PARK AVENUE, NEW YORK, N.Y. 
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FACTORIES 


are growing in 
AUSTRALIA 


The Bank of New South 
Wales booklet — “Invest- 
ment Opportunities in 
Australia” — deals with 
both the establishment of 
factories and the purchase 
Obtain 2 


free copy from your bank 


of securities. 


or direct from— 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department 
Sydney, Australio 








in addition to the payee, and b. do 
not total, in any event, more than 
$200 per calendar month to such 
individual and his household. 


What disposition is to be made of 
the substantial fund of still-blocked 
but not strictly “enemy” property 
is a question to which only a partial 
answer is possible at this time. 


Although the peace treaties with 
Bulgaria, Hungary and Romania 
contemplate seizure of title to their 
assets and those of their nationals, 
the liquid (cash) assets of these 
countries and their nationals were 
never “vested” as enemy property 
and the ultimate fate thereof, as 
well as that of their non-liquid as- 
sets not “vested” before the treaties 
took effect, is in doubt. Nor is there 
any general rule as yet for disposi- 


| tion of the still-blocked property of 
| persons in Czechoslovakia, Estonia, 


Finland, Latvia, Lithuania, Poland 


MARCH 5™ 


1349-1949 


DETROIT BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
BB Convenient Banking Offices 


| in the name of, or in which the q,and Yugoslavia; application to un- 
| beneficial interest is held by, the 
| payee or a member of his household, 
| and provided that such remittances 
| a. do not exceed $100 in any one 
| calendar month, plus an additional 
| sum of not more than $25 for each 
| member of the payee’s household, 


block such property may be made 
in individual cases to the Federal 
Reserve Bank, New York, which 
acts as the agent of the Office of 
Alien Property in such matters. 


Definite decisions taken with ref- 
erence to the countries which are 
beneficiaries of the European Re- 
covery Program are particularly 
important and interesting. It will be 
recalled that when the Marshall 
Plan was being debated in Congress 
considerable agitation occurred in 
favor of forcing the beneficiary 
countries to make a contribution to 
the program by using up their gold 
and dollar assets in the United 
States and by liquidating the Amer- 
ican investments of their own citi- 
zens. 


Yielding apparently to that argu- 
ment, and obviously for the benefit 
as well of the participating coun- 
tries themselves, who were acutely 
in need of the dollar exchange rep- 
resented by their nationals’ hidden 
assets in the United States, the fol- 
lowing program was determined 
upon. 

A deadline for applications for 
“certification” under General Li- 
cense No. 95 would be fixed. A new 
census of blocked property (Report 
on Form TFR 600) would be taken 
and the information concerning 
property held directly in the names 
of nationals of the countries partici- 
pating in the E.R.P. would be turned 
over to such countries. Pending a 
“reasonable period’ for investiga- 
tion of ownership by the foreign 
governments the Office of Alien 
Property would not “vest” or seize 
the assets as enemy property. 


If investigation showed residents 
of the country receiving the infor- 
mation to be the owners, the assets, 
it was announced, would be “re- 
leased.” As to “concealed” property 
of nationals of the E.R.P. countries, 
i.e., that held indirectly, in the name 
of some agent in another country 
such as Switzerland or Liechten- 
stein, the presumption that it was 
enemy property would be accorded 
full weight and title to such prop- 
erty would be “vested” in the ab- 
sence of definite evidence that it be- 
longed to a friendly national. 

This program, now well under 
way, has, it will be observed, im- 
paled many Europeans on the horns 
of a dilemma, whether to confess to 
their governments failure to report 
their American investments or to 
let their property be forfeited to the 
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United States. Though revocation on | 


December 31, 1948, of General Li- 


cense No. 95 might seem to have | 


forced on such investors the second 


alternative, namely, complete loss | 
of their property by “vesting,” that | 


is not really the case. They may 
have to suffer fines in many cases 


and must face exchange disadvan- | 


tages. Nevertheless, and this is most 
important, they, or their American 
banker may, until the Office of Alien 
Property issues a “vesting order,” 
still apply for an unblocking license. 

On the other hand, it is plain that 
a good part of the still-blocked fund 
remains in that category for reasons 


other than a guilty conscience or | 


reluctance to accept francs or lira 
instead of dollars. Not all of the 
property still blocked on the books 
of the banks is indirectly-held “‘con- 
cealed” property. No amount of 


publicity concerning a subject of | 


this kind can be expected actually 
to put on notice and stir to action 
all the persons affected. 

Among other things, it must be 
remembered that actual hostilities 
in Europe were preceded by many 
troubled years. Between the time 
open warfare broke out and the at- 
tack on Pearl Harbor, normal com- 
munications between persons in this 
country and large areas of the world 
were impossible. For a_ lengthy 
period, during the years we were 
at war and afterwards, communica- 


tions between the United States and | 


the blocked countries were restrict- 
ed or wholly prohibited by the 
Trading with the Enemy Act. 
During all those years there were 
thousands upon thousands of deaths, 


entire families disappeared, there | 


occurred the greatest reshuffling of 
populations in the history of man- 
kind. But the Department of Justice 
in its treatment of blocked accounts 
must act primarily on the strength 
of reports made to it by banks or 
others based frequently on prewar 
information concerning names, ad- 
dresses and citizenship. 


Consequently property, which ac- 


cording to such information will | 


appear to be enemy-owned, may 
now be property of other individ- 
uals, never citizens or residents of 
an enemy country. Property which 
may appear from such “dated” in- 
formation to belong to certain indi- 
viduals in a European country may, 
because of successive deaths, actu- 
ally belong to others all residing in 
the United States. 

Under these circumstances a bank 
May well consider it advisable 
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‘““‘We Safeguard Privacy 
of Our Customers’ Business” 


hen you p your phones with the Hush-A-Phone, the 
above might well be the headlines of your newspaper 
advertising. Moreover every customer visiting your bank can 
observe that you are protecting HIS privacy. 
The Hush-A-Phone is a scientifically designed phone 
: silencer, weighing but 5 oz. that snaps on the transmitter of 
your phone and provides complete privacy of phone conversation. Even those seated 
at your desk cannot hear a word you say. 
The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 
surrounding noises it improves hearing. 
More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 
pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th St., New York 11, N.Y. 
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.-- Will Step-Up Profits for You! 
The 3 to 4 plow Model U provides economical 
power for drawbar, power lift, belt pulley and, 
power take-off applications. Variable speed 
governor, five forward speeds, swinging-type 
drawbar, and adjustable rear tread economi- 
cally adapt the U for any farm task. 
Drop-forged steel crankshaft and connect- 
ing rods operate on precision-type bearings. 
Gears, shafts, and bearings operate in oil bath; 
extra large capacity oiling system provides 
positive lubrication and seals out dirt. Universal U and MM Wheatland Disc Plow 
Model U’s special steering mechanism offers der Cut Soil Preparation Costs 
easy handling, quick turning and lining-up at 
row ends. Hand operated over-center clutch 
rovides easier, safer implement hitching and 
elt work. MM Quick-On—Quick-Off Tools 
are easily and simply attached to the MM 
Model U. 
OPTIONAL UNI-MATIC POWER — New 
hydraulic control mechanism raises or lowers 
farm implements automatically, permits pre- 
selection or changing tool depth or height of 
cut. Tested safety features for both operator 
and machines free operator’s hands and feet 
for greater safety. Operation is controlled by 
easy-to-reach, simple-to-use, finger-tip lever. 
Uni-Matic Power reduces fatigue, labor, and 
drudgery. See Your Neighborly Neighborhood 
MM Dealer For Complete Facts. 


UNI-MATIC POWER 
Gets More Work Done Every Hour 


MINNEAPOLIS - MOLINE 


MINNEAPOLIS 1, MINNESOTA 












Speed Up 
Bank Service 


. .. without increasing Overhead! 















LOAN DEPT. 







BOOKKEEPING 















| 
To speed traffic at tellers’ windows | 
. .. to spare the time of busy execu- | 
tives in getting information . . . to 
determine immediately the status 
of any account . . . more and more | 
banks are turning to Executone | 
Electronic Intercom! | 

Just press a button . . . and talk. 
Instantly Executone speeds your 
voice to the person or department 
you wish to reach. Questions can be 
answered, information obtained, 
transactions discussed. It’s as easy, 
convenient and confidential as in- 
your-office conversation. 

Executone cuts overhead, con- 
serves energy, increases efficiency. 
For the full story of what an Execu- 
tone modern intercom system can 
do for your bank—mail the coupon 
below. 


Executone Intercom is unconditionally 
guaranteed. 

Over 100,000 successful installations U-L 
Approved. 


Lreci/one 


COMMUNICATION & SOUND SYSTEMS 





























| EXECUTONE, Nc. Dept. D-11 
415 Lexington Ave., New York 17, N. Y. 
| Without obligation, please let me have— 







O New booklet “How to Solve 





| 
| (© The name of my local Distributor. | | 
Communication Problems.” | 
I | 


| 
| 
| NAME ......ssessecsseesseesseesneensensnennes l 
| 
| 








again to review its files, particularly 
recent correspondence, identify ac- 
counts and property interests which 
are still blocked, and wherever the 
information available makes a valid 
case for unblocking or against 
seizure by the government as enemy 
property, make sure that the facts 
are known to its foreign customers 
and the Department of Justice. 


Answers To Bankers 
Monthly Quiz No. 70 


a. Industrials are bonds issued 

by industrial corporations, as 
differentiated from Governments 
and Municipals. 


a. There is far less likelihood 

of a bank employee being in- 
jured if he obeys the commands of 
a bandit. On the other hand, it is 
wise to have the employees trained 


in the use of firearms and to post 


information to this effect in order to 


| keep bandits from trying to hold up 


the bank. It does have that effect. 


False. The Federal Reserve 
Bank makes no charge for safe- 


| keeping bonds for member banks. 


c. These prefix numbers are 

listed in the key to the numer- 
ical system of the American Bank- 
ers Association and also in the Blue 
Book. 


c. The penny is more durable 
when zinc is added to the cop- 
per than if it were made from pure 


| copper. 


b. This photograph was made 
in the library of the Cleveland 


| Federal Reserve Bank. There are 


nine employees in this library who 
supply information quickly to all 
officers of all Federal Reserve Bank 
Departments. 


c. There are twenty silver dol- 
lars in a roll. 


b. There are so many ways by 
which a crook might defraud 
a bank if he were rented a safe de- 


| posit box that it is very unwise to 
| rent a box to anyone who cannot 


satisfactorily identify himself. 


c. If a loan officer were talking 
about a publication, he would 


| say the agricultural paper or an 
| agricultural paper. 


Dp a. Many banks have Victor 


adding machines. 


a.,On Dec. 31, 1948, there were 
667 banks in Iowa and 389 in 
Kentucky. 


b. It is common practice to not 

pay out any money or give 
credit for any item taken for collec- 
tion until the money has been col- 
lected. 


1k] 2. Officers do not commonly use 
posture chairs, but they are 
very common in work rooms. 


c. A demand loan may be paid 

at any time the borrower de- 
sires before the holder makes de- 
mand, and must be paid at any time 
the holder demands payment. 


a. All bank employees would 
enjoy their work more if they 
read parts of the Negotiable In- 
struments Law from time to time. 
It can be ound in the Blue Book. 


b. Six per cent of $1,000 would 
be $60 for one year. One- 
twelfth of $60 is $5. 


a. There are times when a res- 

taurant owner is sued by a cus- 
tomer who has been poisoned by 
food eaten in his place of business. 
Products Liability Insurance pro- 
tects the restaurant owner against 
loss from a case of that sort. Such a 
loss might be great enough to ruin 
the business. 


b. The Federal Reserve Bank 

purchases securities for mem- 
ber banks without charge whenever 
they desire this service. 


b. This is a General Ledger ac- 
count. 


M a. 


Staff Magazine 
Articles Appreciated 


We have received the August is- 
sue of Bankers Monthly and I would 
like to express our appreciation to 
you for your excellent series of ar- 
ticles on staff magazines. 

Your article “Staff Magazines 
Educate and Inspire Employee In- 
terest” is interesting and informa- 
tive, and we were especially pleased 
to note your quotation from our 
staff magazine, After 3 O’Clock. 

Many thanks for including this 
type of article in your publication. 
It is an important subject and one 
that I feel sure your readers ap- 
preciate—Robert H. Braithwaite, 
editor, After 3 O’Clock, Manufac- 
turers and Traders Trust Co., Buf- 
falo, N. Y. 
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This Banker Helped 
A Dealer Make 
$5,000 A Year More 


An Ohio banker bought an elec- 
tric refrigerator for his home. It 
happened, however, that the model 
he wanted was not in stock. 

“How does it happen that you 
have few refrigerators in stock?” 
asked the banker. 

“T don’t have enough capital to 
kept a supply,” replied the dealer. 

“Could you buy cheaper in car- 
load lots?” 


“Certainly, I could. I could make | 


at least $5,000 a year more in prof- 


its, if I could buy in carload lots. | 


Maybe you’re the fellow who can 
tell me how to do it.” 
“Yes, I think I can,” 


here. If the warehouse will issue 
receipts for the goods you store 
there, the bank will lend the money 
so that you can buy the refrigera- 
tors in carload lots, But you will 
not be able to get a single refriger- 


ator out of the warehouse until you | 


pay enough of your loan to enable 


the bank safely to release the re- | 


frigerator.” 


“That’s all right,” said the dealer. | 
“IT always have enough money to | 


do that.” 
A loan arrangement was thus 


started which extended over a pe- | 
riod of years with profits to both the 


bank and the refrigerator dealer. 


New England Son 


By Marjorie Wiggin Prescott. Pub- | 
lished by Dodd, Mead & Company, | 


432 Fourth Avenue, New York. 
Illustrated. Price: $3.50. 


An intensely interesting and ex- | 
cellently written story of the life of | 


Albert Henry Wiggin, the parson’s 


son who became president of the | 


Chase Bank. 
As reported by the author, Mrs. 
Prescott, daughter of Mr. Wiggin, 


New England Son combines the | 


hominess of a Life with Father 
and the penetrating insight and 
sense of values so evident in The 
Education of Henry Adams. 

Mr. Wiggin lived during a golden 
era of American growth and opti- 
mism. The story of his life is at once 
a record of this era and of his own 
hard work, close friendships and 
remarkable achievements during his 
29-year association with the Chase. 

Replete with salty New England 
humor, the story moves quickly 
through 275 invaluable pages. 
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said the | 
banker. “We have a good warehouse | 











As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 


TS ee Ee ne O° aoe beeings: 
ysis, preliminary plan sketches, and cost estimates. 


q Sane and specifications for construction. 

{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


"Transaction Privacy” 


my 


Send Handwritten Messages via Wire 
Instantly, to One or More Points . 
Jrom Dept, to Dept. or Bldg. to Bldg. 


Instantly, accurately, confidentially, TelAutograph Telescribers transmit 
messages between departments, in the sender’s own handwriting. 


No customer embarrassment, as with audible check-ups between book- 
keeping department, paying tellers, statement clerks. No contact delays. 


And no misunderstanding, as both sender \ 
and recipient have identical copies of the - 
message for reference. 


Increase client good will and speed inter- 
departmental cooperation. 


For further information write for 
literature K. 


CORPORATION 


16 West 61 Street New York 23, N. Y. 


“Handwritten, Messages Deliver Themselves... While. You Wie.” 
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The Union Bank 
& Trust Co. 
of Los Angeles 


Reports 


Ppa 


imprinter 
does these 
two jobs 


Nearly 5 years ago Mr. W. C. Neary, Vice President, had the 


idea of imprinting the customer’s name on standard form 


deposit tickets as well as THrirriCuecks. It takes only a few 


extra seconds to imprint both. 


Their customers like this added personal touch because it 


makes deposit tickets neater and simpler to use. 


Today, Mr. Neary’s operating short-cut has spread to most 


of our client banks where it cuts costs by speeding internal 


operations and eliminating errors and missorts. 


Practical, factual evidence in our Brochure tells why 


TurirtiCuEck is @ profitable department in hundreds of 


31 NASSAU ST 


banks from coast to coast. A copy will be sent you on request. 


BANKERS DEVELOPMENT CORPORATION 
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Sabety Copae Must Be Protected By Printers 


Each year in the United States, 
millions of dollars are lost to the 
American people, to business and 
industry, through forgery, duplica- 
tion, and alteration of negotiable in- 
struments. 

According to the Protective De- 
partment of the American Bankers 
Association losses sustained through 
raised or altered checks are negli- 
gible compared with losses resulting 
from forgery and duplication of 
checks. 


It is of major importance that all 
necessary steps be taken to pre- 
vent safety paper from getting into 
improper hands thereby helping to 
reduce losses from forgery and du- 
plication. A professional forger must 
have safety paper before accom- 
plishing results. While it may not 
be possible to stop him from obtain- 
ing it if he really wants it, bankers 
and printers can assist by making it 
more difficult for him. 

Some printers periodically inform 





their salesmen and employees rela- 
tive to the handling of safety paper 
inquiries and orders, We offer the 
following precautions: 

Confine sales of safety paper to 
reliable customers. 

Make certain that strangers 
have a proper use for sam- 
ples or sample books. 

—D. E. Hefferan, supervisor, Safety 
Paper Sales, Hammermill Paper 
Company. 


Personnel Articles Useful 


I was going over Bankers Month- 
ly the other night and was espe- 
cially interested in the article by 
Millard Clephane on getting new 
employees from high school. We 
have used this method in the past 
and at present have two more stu- 
dents training. It is helpful to read 
someone else’s experience with this 
method. 

We receive most of the bank pub- 
lications, and I can frankly say that 
Bankers Monthly is first choice. I 
have heard the girls talking about 
some of the articles in your maga- 
zine and also taking your monthly 
quiz. 

I like your method of summing 
up each article. From reading these 
points, one can determine whether 
the article is one that he will find 
of help. 

The articles in Bankers Monthly 
which I have found of use in the 
last six months are: Deferred Post- 
ing, How To Prevent Errors (Sept.), 
New Business Articles (Sept.), Per- 
sonnel Article (Sept.), Person- 
nel Article (Dec.), and Records 
(Aug.). I have read other of the 
articles and enjoyed them, but these 
are the ones for which I have had 
the most use——C. W. Fishbaugh, 
assistant cashier, Security Trust and 
Savings Bank, Shenandoah, Iowa. 
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TAYLOR-PALMER COMPANY & ' 
BANK INTERIORS COMPLETE 
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it Costs $12 To Make 
A Consumer Loan 


Morris Plan banks and companies 
which pioneered in consumer credit 
in this country, beginning in 1910, 
have generally accepted a figure of 
around $12 as the cost of handling 
a consumer loan. They did not need 
a complicated cost analysis system 
in the early days. There was a sav- 
ings department on one side of the 
bank and a loan department on the 
other. They knew how much they 
had to get per loan to break even, 
and “overhead” had to be taken care 
of, not just forgotten, as some banks 
seem to be doing today. 

Not too long ago, per-item cost 
figures for the consumer credit de- 
partment were worked out by a 
large commercial] bank, as follows: 

Booking a New Loan... .$3.58 


Payments—On Time ....  .30 
Payments—Past-Due .... 3.17 
Payments—Average ..... 45 


Please note that delinquent pay- 
ments cost better than $3 each to 
collect! 

In addition to these per-item 
costs, there was a computed “size 
cost” per $100 face amount per an- 
num, amounting to $1.27, to include 
development expense, money costs, 
and loss provision. The average 
12-month $100 personal loan would 
therefore cost $10.25 under this for- 
mula, and we suspect that, with a 
couple of co-makers or endorsers 
to investigate and record, the cost 
would be close to the $12 figure 
previously mentioned, As a matter 
of fact, with constantly rising costs 
of operation, it is probably more 
than that.—Gary M. Underhill, 
executive director, Consumer Bank- 
ers Association. 


Deposits Mixed With 
Wastepaper Where 
Receptacles Were Alike 


A certain bank, whose name we 
will not mention because we do not 
want to embarrass its officers, had 
four customer counters, on the top 
of each of which was a standard 
with an opening labeled “Waste- 
paper.” 

Someone got the idea that it 
would be a convenience to custom- 
ers if a box was provided in which 
deposits could be placed if all the 
tellers’ windows were busy. That 
idea was a good one, but when one 
of the wastepaper labels was re- 
Placed by a card indicating that 
depositors might drop their de- 
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A Flowing Pump 


NEEDS NO PRIMING 


Most bankers agree that government “pump 

riming” is unnecessary when high levels of 
o 

production and consumption can be maintained 


by wisely administered bank credit. 


Consumer credit’s part in this is becoming 


increasingly important. 


We have helped many of our correspondents 
establish consumer credit departments over 
the past decade. Quite a number of these are 
now rechecking their current procedures 
against the background of our 36 years’ ex- 


perience in this field. 


This is a service we are 


glad to perform. 


trial 
Bank + StLouls 


NINTH AND WASHINGTON () © ® fitiiaci’eOtsonanos 





posits into the space where waste- into which deposits may be placed 
paper had formerly been received, when there is a long line at the 
trouble started. teller’s window. Several banks have 
Some depositors continued to put already used this plan with success. 
wastepaper into the receptacle that Probably, however, it will be safer 
had been labeled for deposits. to install a box quite different in 
Others, having put a deposit into appearance from any box formerly 
the new receptacle on one counter, used as a wastepaper receptacle. 
used a different counter the next 
time they came into the bank and : 
dropped their deposit into a recep- In all matters of bank operational 
tacle that was still being used for procedure there are three things 
wastepaper. In other words, de- which must be kept in mind—sim- 
posits were mixed with wastepaper. plify, standardize, synchronize.— 
It is true that a coming service to T. Allen Glenn, Jr., president, The 
depositors is one which will pro- Peoples National Bank, Norristown, 
vide a box of one kind or another Pa. 
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The 7,500,000 workers who are each investing on the 
average of $20 per month in Savings Bonds 


Here’s a sales force that’s helping to win economic peace 
of mind for the nation. It already has dealt heavy blows 
to inflation, fear, and doubt. This sales force is comprised 
of people who really are doing something to build security 
and protect the American way of life. 


They are building security for themselves by buying 
Bonds. Every $3 they invest will pay $4 at maturity. 

They are building security for their companies. As 
each Bondholder’s own sense of security increases with 
his Bond purchases, he becomes a better worker. Plant 
morale improves. Production increases. Absenteeism, 
labor turnover, and the accident rate all decline. Concur- 


The executives of the more than 20,000 companies that have 
sponsored the Payroll Savings Plan 


The employees who serve as volunteers selling U. S, 
Savings Bonds to their fellow employees 


rently relations between employer and employee improve, 


They are building security for the nation. Savings Bond 
dollars are deferred purchasing power—an assurance of 
good business to come. The Treasury uses net Savings 
Bond dollars to fight inflationary credit potential in the 
banking system by retiring short-term bank-held Federal 
securities. 


If your company isn’t an active part of this sales force, 
better join now and get in on the benefits! Full informa- 
tion is available from your State Director, Savings Bonds 
Division, U. S. Treasury Department. Phone him or 
write the Treasury Department, Washington 25, D. C. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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Beyond The Dollar Sign 


By Robert Lindquist, Vice Presi- 
dent, La Salle National Bank, Chi- 
cago. Published by Financial Public 
Relations Association, 231 S. La 
Salle Street, Chicago. Copies are 
available to bank officers who send 
requests on bank stationery to the 
Financial Public Relations Associa- 
tion. 

The following is quoted from the 
booklet: 

“To measure truly the success of 
our banks, we must look beyond the 
dollar sign, for all banks offer the 
same basic services and one bank 
differs from another only in the way 
they are rendered. 


“All of us give careful attention to 
the investment of the dollars which 
are entrusted to us. But we have 
another asset which should be of 
even greater concern, even though it 
cannot be shown in dollars on our 
balance sheet. Without this invisible 
asset of public confidence and good- 
will, we would have no dollars to 
invest. In fact, we would have no 
banks! 


“Public relations, or what might 
better be expressed as human rela- 
tions, is very important in our busi- 
ness, because, more than any other 
type of business, banking depends 
on the confidence and goodwill of 
all the public. We sell no merchan- 
dise which the buyer can weigh and 
examine. We deal in intangibles. We 
serve people and are judged by the 
way we serve them. 

“What’s more, in, banking, we 
make no profit from the original 
transaction as do our friends who 
sell tangible goods. It actually costs 
us money to put an account on our 
books; our profits come only through 





Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated,on March 4, 1949 
declared quarterly dividends on the 
Company’s $5 Par Value Common and 
5% Preferred Stocks. 

The dividend on the Common 
Stock is at the rate of 25c per share 
and is payable April 1, 1949 to 
stockholders of record at the close of 
business March 21, 1949. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable April 1, 1949 to 
stockholders of record at the close of 
business March 21, 1949. 

MILTON L. SELBY, Secretary. 
March 4, 1949. 
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the continuing patronage of our 
customers. We keep them only so 
long as we please them—they can 
leave us at any time, and with them 
goes our profit. 

“The people in your town and 
mine want our banks to offer com- 
plete services, to have up-to-date 
policies, and to be responsive to the 
needs of our communities. They pre- 
fer to do business with banks, but 
will go to other institutions, if nec- 
essary, to get the service they need. 

“A beautiful bank, in itself, is 
cold and lifeless until we breathe 
into it the warmth of human friend- 
liness which the public wants and 
appreciates more than anything 
else. Above all, the folks in your 
town and mine want to feel a friend- 
ly welcome. They want to be known, 


they want us to be genuinely inter- | 


ested in them and their banking 


needs, and they want their business | 


to be appreciated. 


“Because so much of our success | 


in banking depends on this human 
equation, we realize that the key to 
good public relations is good per- 


sonnel. The great majority of con- | 
tacts with people, both inside and 


outside the bank, are made by our 


employees, and they are the ones on | 
whom we must depend to a large 


degree for the success of our public 
relations. Unless our employees are 
happy, alert, enthusiastic, 


the importance of the human equa- 
tion in banking, we cannot hope to 
be successful in our relations with 
the public.” 


Our “Refresher Course” Is 
Published Twice A Year 


I read your “Review of 424 Tested 
Ideas Published since July, 1948,” 


which was published in your Janu- | 


ary, 1949, issue. 

This was a very interesting list, 
and I must admit that several of the 
subjects which were listed had been 
overlooked and my interest was 
created to such an extent that I in- 
tend to look up the original articles 
and read them thoroughly. 


The article relative to directors | 


fees is the first time this matter has 


come to our attention and it con- 


cerned us very much. 


I believe this type of review is 
splendid as a refresher, and I rec- | 
ommend it very highly.—J. J. Dur- | 
kin, assistant vice president, Colo- 


rado National Bank, Denver, Colo. 


sales- | 
minded—unless they like people and | 
realize that their job is to please | 
people—unless they are conscious of | 











The heart-warming story 


of the parson’s son 
who built the 
world’s largest bank 


ALBERT 
HENRY 
WIGGIN 


New England 
Son 


By MARJORIE 
WIGGIN 
PRESCOTT 


Albert Henry Wiggin’s first 
job included a daily check on 
the health of an elderly Bos- 
ton Brahmin to see that he 
lived long enough to pay off 
his bank loan. Through hard 
work, a capacity for friend- 
ship and a salty New Eng- 
land sense of humor, he rose 
from humble clerkship to the 
presidency of “the Chase” 
and made of it the world’s 
largest bank. This is a suc- 
cess story, the portrait of a 
remarkable man, but it is, 
more than that, the portrait 
of a golden era of American 
growth and optimism. Mrs. 
Prescott has told her father’s 
story with affection and with 
the same quick humor which 
characterizes her famous 
parent. 


With halftone illustrations 


$3.50 at all bookstores 


DODD, MEAD 
& COMPANY 


432—4th Ave., N, Y. 16 
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Selective Cooling Feature 
Of GM Air Conditioner 


A new window-type room air 
conditioner, equipped with two sep- 
arate refrigerating systems for 
“selective cooling” of home or office, 
has been developed by Frigidaire 
Division of General Motors, Dayton 
1, Ohio. A smaller unit of similar 
design, but with a single refrigerat- 
ing system, is on the market. 


The dual refrigerating systems, 
operated by two hermetically 
sealed, self-oiling Meter-Miser com- 
pressors, provide more than three- 
fourths of a ton refrigerating capac- 
ity. Because they can be operated 
together or separately, according 
to the dictates of outside tempera- 
tures, the cooling operation is more 
economical. One of the refrigerating 
systems supplies adequate capacity 
to cool a room during the night and 
temperate summer weather. During 
extremely hot days both systems 
can be operated simultaneously. 





Check What You Need And Mail This Form 


. Accounting Machines 

. Adding Machines 

. Addressing Machines 

. Air Conditioning 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


- Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bookkeeping Equipment 
. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags 

. Coin Boxes 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


23. 
29. 
30. 


31. 
32. 
33. 
34. 
. Currency Straps 

. Dating Machines and Stamps 
. Deposit Ticket Files 


Coin Changers 

Coin Counting Machines 

Coin Counting and Packaging 
Machines 

Coin Envelopes 

Coin and Currency Trays 
Coin Wrappers 

Coupon Books 


38. Desk Pen Sets 


. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, Machine Bookkeeping 
. Forms, One-Time Carbon 

. Forms, Continuous 

. Inter-Office Communicating 


Systems 


. Interest Tables 
. Lamps . 
. Lighting Systems, Fluorescent 


. Maps 

. Metered Mail Systems 

. Money Orders 

: Music Systems 

. Name Plates and Desk Signs 


Please have buying information sent us on the items circled above. 


55. 
56. 
57. P: 
58. 
59. 
. Personalized Checks 

. Personal Loan Advertising 

. Personal Loan Systems 

. Photographic Bank Systems 

. Proof Machines 

. Recorders, Voice 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 
. Storage Files 

. Time and Delayed Time Locks 

. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible 
. Windows and Lobby Displays 


Night Depositories 
Night Depository Bags 
‘ass Books 

Past Due Notices 

Pay Roll Envelopes 


ecords 












Although the unit is only 284 
inches wide, 324g inches deep and 
14% inches high, rooms up to 500 
square feet in size can be air con- 
ditioned. The unit filters, dehumidi- 
fies, cools and circulates air at the 
rate of 325 cubic feet per minute, 
Fresh outside air for ventilation can 
be added at a rate of up to 50 cubie 
feet per minute. 





Two controls regulate the room 
air conditioner. A _ four-position 
master switch controls the fan and 
cooling systems and an adjustable 
fresh-air control governs the amount 
of outside air brought into the unit. 
Because excess moisture is evapor- 
ated or blown away by the fan, no 
expensive plumbing alterations are 
necessary for installation. 

Both the cooling and condensing 
fans are powered by a single one- 
sixth horsepower electric motor. In- 
sulation, rubber mountings and the 
hermetically sealed compressors re- 
duce operational noise to a mini- 
mum. 

A spun-glass filter removes dust, 
dirt and pollen from the air. This 
filter can be removed without open- 
ing the window, because a two-piece 
top permits easy access to the front 
half of the unit. 


Winters Manufacturing Co. 
Introduces Utility Standard 


A new utility standard for the 
presentation of a series of bank 
messages has been introduced by 
Winters Stamp Manufacturing Com- 
pany, Inc., 73 West Jersey Street, 


BANKING ENVELOPES 


For Filing—Mailing—Advertising 


Expanding Envelopes, Envelock Locking 
Envelopes, Safe Keeping Envelopes, Trust 
Department Files and Credit Files, also 
Special Bank Envelopes. 

Send for complete catalogue in color 


AMES SAFETY ENVELOPE COMPANY 


21 Vine Street Boston, Mass 
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Elizabeth, New Jersey, makers of 
pank signs and sign equipment. 

The Winters Bank Utility Stand- 
ard, as it is called, affords an effec- 
tive method of displaying a series 
of messages to bank customers or 
patrons. 

The alumilite-plated aluminum 
frame has a slotted end for chang- 
ing plates easily. It will hold five 
17 inches x 10 inches plates. The 
plates on which the messages ap- 
pear are of special laminated plas- 
tic in finishes to match bank fur- 
nishings, such as walnut, oak, ma- 
hogany, etc. They are also available 
in black. The lettering on each plate 
appears in clear white letters deep- 
ly engraved through the rich back- 
ground colors. 

Signs never wear out or rub off, 
the manufacturer states. They are 
easy to change and can be cleaned 
quickly with a damp cloth. The 
Standard is adjustable from 30 to 60 
inches in height. 

The Winters Bank Holiday Sign 
can be used as part of this bank dis- 
play. It includes changeable day 
plates which are kept on the back 
of the sign. 


New Ribbon And Eradicator 
Make Typing Errors Vanish 


There’s a new kind of typewriter 
ribbon on the market which now 
makes it possible to turn out per- 
fectly typed letters and forms of all 
kinds. The secret behind this new 
ribbon, called Del-e-Tape, is that 
typing errors may be made to vanish 
completely with the use of a liquid 
eradicator. 





WHAT CAN YOU DO WITH $6.80? 


Now there’s a heading that’s in- 
triguing, if we do say so ourselves. 
It is directed to men who operate 
small banks — those having less 
than one thousand accounts. 


Well, here’s something you can do 
with $6.80... not by spending it 
but by investing it. You can arbi- 
trarily pick out six names from 
your group of customers who now 
use conventional end stub pocket 
checks. You can then order from us 
two hundred Personalized Checks 
for each (the six orders will cost 
you $6.60 plus 20 cents postage). 
Then, as these six people drop into 
the bank, you can tell them what 


you have done and ask them how 
they would like to buy the checks 
for $1.35. 


Suppose they all refuse. Then you 
are out $6.80...and our face will 
be very red. But suppose they all 
buy...then you take the $6.80 and 
repeat the operation. And after 
you've done it five or six times 
you'll have enough surplus to buy 
twelve orders at a time. First thing 
you know all your customers will 
be using Personalized Checks and 
your check expense will move over 
to the income side. 


Too slow tor you? Well perhaps. 
But just for fun, why not try it? 


Manufacturing Plants at: 


CHECK PR 


G LUXE 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





OF MODERN 
BANK 
MANAGEMENT 


Modern people choose a modern bank. Bankette’s 


modern directional and advertising signs are marks of 
Co. ; progressive bank management. This company’s con- 
all servative, edge-illuminated glass signs are aiding effi- 
ciency and increasing the attractiveness of more and 
more banking quarters throughout the nation. 
bank When you build or remodel banking quarters, re- 
oul . member that since 1925 Bankette has been a leader 
treet, When a change is necessary, a in the field of modern bank signs. 
é word or a whole sentence can be 
ES| made to disappear like magic by 
painting away the words with just 
a a touch of Del-e-Tape Eradicator. 
‘rust It takes only a second or two and 
leaves the paper crystal clear, with- 


out the faintest smudge or trace of 
the error. 


In addition to the saving in time 


April, 1949 


r the 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 





BANKERS NEED THIS 
NEW CASH BOX 


DUAL PURPOSE CASH BOX 


There has long been a need for a double duty cash 
box, which would serve as a practical unit in the cash 
drawer during business hours and which could be used 
to store cash overnight. Equipped with a flanged 
cover and a lock, these new COMPACT and STAND- 
ARD Cash Boxes are ideally suited to ease cash 
handling problems and to provide quick storage 
During operations, the flanged cover may be stored 
under the bottom of the cash box—convenient—out 
of the way. Small, compact and light in weight (they 
cre constructed of aluminum—full riveted for 
strength), they are designed to fit standard cash 
drawers. These multiple advantages permit cash 
setups for relief tellers and rush hours. 


For Positive Cash Control 


Practical in every way, the Cash Boxes assure 
postive cash control. In many banks the Head 
Teller controls all cash, and on opening the vault each 
morning, assigns a certain fund to each teller who 
counts and verifies the amount issued to him. Using 
the numbered cash box method, the Head Teller may 
take the complete cash setup of one teller and issue 
it to another teller for verification. This reduces 
morning cash handling to a minimum and is faster than 
any other method of positive cash control and audit. 
This system is widely used by a large majority of banks 
because it provides a daily cash audit and eliminates 
the possibility of tellers carrying cash differences. 
You can install this method of cash control by using 
either or both of these new Cash Boxes—the 
COMPACT with bill and coin compartment or the 
STANDARD with ten bill compartments. 


x * * * 


You have 
switching. 


positive cash control with daily cash 


You may have cash setups ready in advance for 
relief tellers and for peak window traffic without 
interfering with regular teller setups. 


Lightweight cash boxes ease the handling job for 
women tellers. 

You may use these cash boxes at the window and 
store the same cash in a minimum of vault space. 
They may be used to store excess currency or new 
money. 

The COMPACT and STANDARD Cash Boxes come 


equipped with a lock and two keys for control 
purposes. 


SPECIFICATIONS: Beautifully finished in Hammertone 
Gray, baked on for rough, hard wear. Boxes 
numbered in gold, free of charge. Overall dimen- 
sions—16% x 14% x 44% inches—designed to fit 
into stondard cash drawers. 


Now being used by many commercial 
and savings bonks over the country. 
Price $18.90 delivered. If you are not 
entirely satisfied, return boxes collect. 


NATIONWIDE OFFICE *¥eety 


97 Atlantic Ave. 


Brooklyn “ “ V. 


| 
| 
| 
| 
| 
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and patience, Del-e-Tape ribbons 
through the elimination of erasures 
serve to keep typewriters cleaner, 
since there is no opportunity for 
rubber particles to fall into the ma- 
chine. 

Permanent in type, Del-e-Tape 


BANKERS were so 
enthusiastic about 
this NEW cash box and so many 
ordered and re-ordered that we de- 
cided to repeat this advertisement. 


ribbons are available in black, black 
and red, and blue for all standard 
makes of typewriters and electric 
typewriters as well. These ribbons 
which cost no more than ordinary 
good typewriter ribbons, are dis- 
tributed and sold direct only by 
Aetna Products Co., 202 East 44th 
St., New York City. 


Lyon Announces New 
Steel-Wood Lockers 


Lyon Metal Products, Inc., Au- 
rora, Illinois, is announcing a new 
line of steel-wood lockers. 

The entire framework and doors 
are of steel while all other parts are 
of steel reinforced durable mason- 
ite. All steel parts are finished in 
green enamel and the masonite is its 
natural brown color. 

These steel-wood lockers retain 
Lyon’s recessed handle. Number 
plates fit right in the handle. Lock- 
ers are made in both single and 
double tier in all of Lyon’s standard 
sizes. 

Accessories include steel sloping 
tops and closed bases. These lockers 
are also available without legs 
where recessing is desired. 





Complete Line 
of 
Money Wrappers 


STANDARD PAPER GOODS 


MANUFACTURING COMPANY 
s WORCESTER 8, MASS 


Dennison & Sons Offer 
Catalogue On Checks 


Many bankers will be interested 
in having the complete loose-leaf 
catalogue on checks issued by Den- 
nison & Sons who since 1869 have 
been producing checks for bankers, 

This new check catalogue, which 
is about 15 by 10 inches in size, gives 
first a short illustrated history of 
checks and their development and 
then describes and illustrates with 


many photographs the various me- 
chanical steps in producing checks, 

Dennison & Sons say that banks 
save considerable money by using 
their catalogue of basic lithographed 
checks carried in stock, as many 
business and individual depositors 
order imprinted checks from the 
samples shown in the catalogue 
binder. These are billed to the bank 
which in turn charges the deposi- 
tor’s account. There is no cost to 
the bank. 


With the aid of illustrations and 
actual samples of paper stocks, the 
catalogue presents in addition an 
interesting picture of the various 
types and styles of checks available. 
The content covers briefly: 

The three types of bindings avail- 
able for books of business checks; 
business checks on Basketweave and 
Banknote Safety Paper, featuring 
each stock in five different colors; 
window, payroll and double voucher 
checks; bank serviced checks; 
money orders; personalized checks 
and special bank stationery. 

The binder will be sent without 
cost to bankers who request it, from 
Dennison & Sons, 35-37 36th Street, 
Long Island City 1, New York. 





"MR. REAGAND 
DESK PLATES 


*Reception Desk °* Tellers’ Windows 
© Officers’ Desk * Information Desk 


Available in two styles of lettering. Will 
harmonize with any color desk or office. 


PLASTICRAFT PRODUCTS CO 
16 Hudson St., New York 13, N. Y. 
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Fire-etardant Paint 


Manufactured By Stallton SOLVE YOUR COIN HANDLING 


rested A new fire-retardant paint that 


o-laal is also non-toxic was introduced re- A NM 9 AU D iT | ie] G Pp R re] 8 L ft Mw 5 


Dea cently by its manufacturer, the! 


: Stallion Chemical Corporation. i 
seal When unpainted lumber is pro-| A) These Dependable 
which tected with a coating of Flame-Seal, | 


van | the wood can withstand a 2000F ie) | kite) Products 


; blow-torch for 30 minutes without 
ry of 

oan any flame spread. Sustained expo- 
with sure to this same heat for longer 


than 30 minutes will result in some For COIN CHANGING... 


charring, but at no time will the Peo eee 
bustion, the manufacturer main- | Designed for banking service. Quick, accurate, easy to 
tains. It also does not generate | operate. Stops short-change and over-change. Handles 
smoke or toxic gases either when rush-hour lines without extra help. Smartly styled. De- 

: . signed for long, trouble-free service. Available with 
being applied or when attacked by | either right or left-hand delivery. 
fire. 

The paint is moisture-proof and | 
termite-proof, and it will not craze, | 
chip, peel or crack. It can be washed 
with any standard soap or washing | For COIN AUDITING... It’s the 
powder without lessening its effec- |§ ————_—_- 
tiveness. Flame-Seal is available in | DOWNEY-JOHNSON COIN COUNTER 
an oyster-white flat finish and can | Model 20 PH counts, wraps or bags pennies, nickels, dimes, 
be obtained in single quarts, two- quarters and halves. Compact, light-weight, portable. 

™ ? x Smooth, efficient, quiet. Negligible maintenance. Counts 

and five gallon cans and fifty five and wraps 175 rolls of coins per hour; bags 35,000 coins 
gallon drums. Write Stallton Chem- | per hour. Saves time and money. 
ical Corporation, 8-14 37 Avenue, 
Long Island City 1, New York. 





New Ladder Speeds Service, For CRIMPING . .. /t’s the 


Saves Space In Bank. | NEW DOWNEY-JOHNSON 
Among the essential pieces of | UNIVERSAL CRIMPER 


equipment for use in a file room, 
supply room or vault, most bankers Crimps cartridge, gunshell and tubular coin wrappers— 


like t i short, regular or long. Equipped with 5 interchangeable 
0 list some form of safety crimper heads—pennies, nickels, dimes, quarters and 


ladder. This they maintain helps halves. Eliminates need for varying lengths of wrappers. 
them make use of all available Compact, simple, sturdy, trouble-free. Adjustable for 
space in the particular room with a | ; ARS Ae OS REN Mey ee ee 
maximum of speed and safety. 

The new three-step Sturdi-Lite Consult your supplier or write for details 
ladder being offered by D. R. Card | 
Company of Minneapolis answers JOHNSON FARE BOX COMPANY 

| SUBSIDIARY OF BOWSER, INC. 

such a need. 

Const ted { 1 - 4619 N. Ravenswood Ave., Chicago 40, Ill. 

Anstructee Of sluminum, the New York Office: 420 Lexington Ave., New York 17, N. Y. 
safety ladder makes up in strength 
what it lacks in weight. Rubber 


asi i - . °° PI ti BANKERS MONTHLY whe iti 
bumpers and ball-bearing casters | Specimens of Handwriting Analyzed | "*** "verter. 
i vithon danger of demas to i. | [Rear 
y without danger of damage to it- a yenent bint gt peampalla eames aac fh 
self or other ane in ax taiee diferent kinds of bank work handwriting of all em- CASHIER’ S PAD RACK 


Complete with folding shelf at top, ld be. too “erent a pide bce tone 
® determ! t hich tify advance t. bil 
the ladder has an over-all height « bolne types of analyais will be made for aa itle a 
° uo ins given on mor m an ™ u 4 e P 
Measurement of 65 inches and an service. Reais Fa aiias a aa mrt oath ; Me, rigid-welded, in Art 
| etcher, an r H 
over-all length of 334% inches. The | L1e Detector Expert, 2515 West 82nd Biccot “hicago ge ert only. 
| no ae ach clerk needs one. 
steps are 101% inches apart with a —sameene ~~ ; P Made in three sizes. 


top step surface measurement of Wevererscrrrrn > CURRIER MFG. CO. 

143%, by 1434 inches. PRINTERS FOR THE BANKS 4@ ig) «St. Paul 8, Minn. 
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NEW, FASTER, LESS EXPENSIVE 
WAY TO PACKAGE CURRENCY 


The Kwick-Money-Klip method of pack- 
aging money for busy paydays has many 
advantages over other methods such as 
envelopes and paper bands. 


Over a three-year period Kwick-Money- 
Klips will cost your bank 50% Jess than 
any other device, now on the market, used 
for the same purpose. 


During that same time each of your tellers 
can keep his own supply in his own cage in 
one desk drawer. No storage problems, no 
requisitioning, no re-ordering. 


In addition, your tellers will save up to 
50% time over other methods of packag- 
ing currency. 


HERE IS HOW IT WORKS 








One of our banker friends ex- 
plained recently to Bankers Month- 
ly that he had considerable expense 
in collecting post office money or- 
ders for one of his depositors who 
receives many of them from all 
parts of the United States. 

Some customers neglect to have 
the money orders payable in the 
city in which this bank is located. 
The banker explained to the editor 
that, when he sent these post office 
money orders to the local post of- 
fice, the postmaster charged an ad- 
ditional fee equal to the original 
fee paid for the money order for 
collecting it from the post office on 
which it was drawn. 

If he sent the money order direct 
to the post office on which it was 
drawn, that post office charged an 
additional fee, he said, to remit the 
money payable in this town. 

In order to get official informa- 
tion on this point, we wrote to the 
third assistant postmaster general 
in Washington, and received the 
following reply, which will be help- 
ful to any bank which has the prob- 
lem of getting the money for post 


How To Collect Post Office Money Orders 


office money orders made payable 
in other places. The letter follows: 

“Under an Act of Congress ap- 
proved June 16, 1934, a money or- 
der may be paid at an office other 
than the one on which it is drawn 
or at which it was issued within 30 
days from the date of issue. For that 
additional service, a fee equal to 
that paid by the remitter is collected 
when the money order is cashed. 
Therefore, the postmaster complies 
with the law when he collects a fee 
on money orders presented at his 
office by the bank within the 30- 
day period. 

“However, when deposited in a 
bank, a money order may be sent 
to a correspondent bank in the city 
where the paying office is located 
for payment at par, or direct to the 
post office on which it is drawn for 
payment by means of a check drawn 
on the Treasurer of the United 
States after the deduction of post- 
age of three cents, unless the bank 
provides a stamped envelope in 
which it is to be mailed.”—Joseph J. 
Lawler, third assistant postmaster 
general. 











i. Hold the 
Kwick-Money- 
Klip in the left 
hand, the currency 
to be inserted in 
the right. 

















m Go Keroualized... 


IT’S THE BIG BANKING 


(Neither expensive or 


TREND 


involved as 


TODAY 


we do it) 





2. Open the 
Kwick-Money- 
Klip by pressing 
currency slightly 
against the longer 
side of the clip. 

























© CheckMaster offers a complete 
range of personalized checking 
programs for both REGULAR 
and SPECIAL CHECKING 


accounts. 


¢ Take your regular accounts. Let 
us quote on personalizing all of 
them. Your tellers, bookkeepers, 
sorting and filing clerks will 
operate faster and more eff- 
ciently. Checks numbered seri- 
~ally and address line without 
charge. Of course, your deposi- 
tors will be most enthusiastic. 


° As for your Special Checking 
accounts — either Free Check- 
book or Sell-the-Book: We fur- 
nish an imprinted service un- 
matched in banking history. 
Our small runs of 40 or 50 
checks (2 books) are ideal for 
the bank. 


All our personalized pocket 
checks are shipped direct if 
desired and have routing symbol 
in the A.B.A.-approved upper 
right-hand corner. 


nme OFS hlUmelCURee 











3. Slide currency 
all the way down 
into the clip. 






















SEND FOR FREE TRIAL INFORMATION 





Compare Kwick-Money-Klips with the 
method you are now using to package cur- 
rency. Test these clips in your bank for 
30 days, without obligation. You will be 
convinced that Kwick-Money-Klips are 
faster, easier, and more economical. Write 






¢ Or, make a free sample 
offer of one personalized 
checkbook. 25% will reorder 
imprinted checks at their own 
expense. Ask about this “Free 
25” deal. 









Cost? Lowest in the field— 
even lower than you think. 
Write us Today! 

¢ P. S—If you prefer to imprint 
on your premises, we can supply 
all the equipment. 


















to us today and arrange for your free trial. 


TELLER AID COMPANY, INC. 


375 WASHINGTON STREET 
NEWARK 2, NEW JERSEY 





270 MADISON AVENUE, NEW YORK 16, N. Y. 
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| A Light That Will Not Fail 


A new safety device that pro- 
vides instant, automatic light when | 
the regular source of current is in- | 
terrupted and switches off, again 

| automatically, when the current is | 
| restored, has been introduced by 
| the Chatham Products Company, 15 


Desk Nameplates 


* IMPRESSIVE 


COMPANY 
INE. 


THE RIGHT IMPRESSION 


The Payment Coupon Book you issve 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer'’s impression of your bank by 
its smart modern appecorance. 

Allison renders a desioning and 
copy service, which is availoble to all 
users of Special Printed Payment 
Books, without cost. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 





10 EXCLUSIVE FEATURES 


Sig-Na-Lok 


VISIBLE RECORD SYSTEMS 


CARD POCKETS 
EASILY INSERTED 


WASSELL ORGANIZATION, Ine. 
Dept. C * Westport * Conn. 





A : 7S ates, - 
Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street w York, N. Y. 
Agents Wanted. Protected ’ Territory. 
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| East Runyon St., Newark 5, N. J. 





teries which are obtainable every- 
where. 


the light which uses a standard 





let. Weighing only 912 pounds, the 
device is equipped with a conven- 


| ient carrying handle and can be used 
as a hand light. It measures 9% || 


inches in length, 6 inches in height 
and 4% inches in depth. 


| 


Temporary Checks Provided | 


While A Supply 
Is Being Imprinted 


One of our readers has sent us a | 
copy of a combination pass book | 


and check register in which have 


| been placed half a dozen blank | 
| checks. The information is that the | 


DeLuxe Check Printers supply this 
| temporary package to people who 


open accounts and might want to | 


draw checks before their imprinted 
supply arrives. 
DeLuxe Check Printers have of- 
| fices in St. Paul, Chicago, New York, 
| Kansas City and Cleveland. 


If he feels that his bank is for- | 


ward thinking and has his best in- 
terests at heart, the employee, with 

| his many daily intimate contacts, 

| will be the bank’s most sincere ad- 
vertisement.—S. H. Chelsted, vice 
president, Peoples First National 
Bank and Trust Company, Pitts- 
burgh, Pa. 





Trade named The Light Watch- | 
man, the device will provide ap- | 
proximately ten hours emergency | 
service with standard dry cell bat- | 


No special wiring is needed for | 


Mazda fluorescent lamp, and can be | 
plugged into any 115-volt AC out- | 








IMPERISHABLE * 


Glowing yet subdued beauty 
characterizes superior 
NEWMAN desk nameplates 

. and exterior signs of 
hand-chased cast bronze and 
aluminum. 


FINER FIXTURES! 


Crafted since 1882 in traditional 
NEWMAN auality: bronze, 
aluminum and stainless steel 
counter screens, gates, doors 
and railings. 


YOU ARE INVITED to ask for 
catalogs, suggestions and estimates. 
No obligation whatsoever. 


NEWMAN BROS., Inc. 


Dept. B-M_ Cincinnati 3, Ohio 


APPROVED 
REQUIREMENTS 


Powerful leverage enables user, 
with one hand, to attach cord 
and pull until the seal pin is 
forced through the thick folds 
of canvas bag. Increased lever- 
age affords perfect die impres- 
sion even with light pressure 
when deforming seal. Yet Press 
weighs only 17 ozs! 


PURE LEAD SE 


“Stee! Strong’’ Lead Seals comprise 4 holes 
fitted with cable-laid hemp cord and pin. 
Made of pure non-porous lead that will yor 
break like a moulded seal made of cheap lead. 
Seals, with cord, packed in bundles of 50, all 
same size; Pins different lengths. 


The C. L. DOWNEY Company 


HANNIBAL missouetl 


Worlds Largest Mfrs. of Coin Wrappers 
4 















Central National Of Chicago 
Names Vogel Vice President 


Alvin J. Vogel was elected vice 
president and coordinator of admin- 
istration in the operating depart- 
ment of Central National Bank of 
Chicago. 

Mr. Vogel began his career in Chi- 
cago 23 years ago with the Lake 
Shore National Bank. During the 
past four years, he has been the 
executive secretary of the Research 
Committee of The National Associa- 
tion of Bank Auditors and Comp- 
trollers. He is a faculty member of 
the American Institute of Banking 
and a lecturer at the Central States 
School of Banking at the University 
of Wisconsin, 

* 


Anglo California Bank 


Fetes Twenty-Year Club 


The Anglo California National 
Bank, San Francisco, numbers 198 
members in its Anglo 20-Year Club. 
Of that total 165 recently attended 
an annual dinner held in their honor 
at the Palace Hotel. 

Following the dinner, .members 
who had served the bank for 25, 30 
and 40 years were presented with 
special pins with jeweled insets by 
Allard A. Calkins, president. 

Officers of the 20-Year Club who 
helped welcome 21 new members, 
also recipients of pins, were: Wil- 
liam J. O’Brien, assistant cashier, 
head office, president; Robert W. 
Armstrong, assistant vice president, 
head office, first vice president; 
Hugh J. Bergald, assistant cashier, 
head office, second vice president, 
and John F. McManus, assistant 
manager, Fillmore Office, San Fran- 
cisco, secretary-treasurer. 

* 

Augustus H. Kennedy, president 
of First Bank Stock Corporation 
since 1941, and Ellwood O: Jenkins, 
vice president since 1947, recently 
were named chairman of the board 
of directors and president, respec- 
tively. 

* 

Louis D. Thorne, former resident 
partner of Lahey, Fargo & Co., deal- 
ers in commercial paper, has been 
elected assistant vice president of 
the Commerce Trust Co., Kansas 
City, Mo. 
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Alvin J. Vogel John J. O'Neill 





Dr. Stanley J. Seeger 


George R. Traylor 


John J. O’Neill has been promoted 
to assistant vice president of the 
Manufacturers Trust Company, New 
York. 

* 

Dr. Stanley J. Seeger, Dallas oil- 
man, was elected a director of the 
First National Bank to fill the 
vacancy on the board resulting from 
the ‘recent death of Edward T. 
Moore. 

x 

George R. Traylor was elected an 
assistant cashier of the Second Na- 
tional Bank of Houston. 

* 


Russell J. Hopley, president of 
the Northwestern Bell Telephone 
Company, was named recently to 
the board of directors of Northwest 
Bancorporation. Mr. Hopley’s elec- 
tion to the board brought the num- 
ber of directors to 23. 

* 


Detroit Has A New Bank 


The City Bank opened its doors in 
the Penobscot Building, Detroit, 
Mich., March 1. 

A large crowd attended the open- 
ing ceremonies, which were fea- 
tured by the unveiling of a large 
mural, which was donated by John 
H. French, a director of the bank. It 
was dedicated to the late Dr. Fred 
T. Murphy, who was active in bring- 
ing about the organization of the 
new institution. Joseph F. Verhelle 
is president. 


The Detroit Bank Celebrctes 
100th Anniversary 


The Detroit Bank, a cornerstone 
in the financial history of the Motor 
City and the State of Michigan cele- 
brated its 100th anniversary last 
March 5. 

Founded as the Detroit Savings 
Fund Institute on March 5, 1849, 
the bank had as its first president, 
Elon Farnsworth, the first Chancel- 
lor of Michigan. 

Only six other men followed in 
the footsteps of Mr. Farnsworth, who 
remained as president for 28 years. 
Individually and collectively out- 
standing bankers, this little group, 
operating through the bank’s cen- 
tury of service, successfully guided 
the institution through the recurring 
crises of 1857, 1873, 1893, 1907, 1921 
and 1930. 

Second largest and oldest institu- 
tion in the State, The Detroit Bank, 
with deposits totaling $530,000,000, 
ranks 28th in size among the banks 
of the nation. 

Since 1933 when he succeeded 
Walter L. Dunham, Joseph M. Dodge 
has been president. No man in the 
eventful history of The Detroit Bank 
has brought it greater honor through 
his work. 

Former president of the American 
Bankers Association and holder of 
the Medal of Merit for his remark- 
able achievements during and im- 
mediately following World War II, 
Mr. Dodge is at present serving as 
Financial Advisor to General Doug- 
las MacArthur in Japan with the 
rank of United States Minister. 

x 


Pacific Northwest Bankers 
To Meet April 7-9 


The tenth meeting of the Pacific 
Northwest Conference on Banking 
will be held at the State College of 
Washington, Pullman, Washington, 
April 7, 8 and 9, according to a 
recent announcement. Joel E. Ferris, 
chairman of the Spokane and east- 
ern division of the Seattle-First Na- 
tional Bank, is chairman of the 
Bankers Committee arranging the 
program in conjunction with Dean 
Maurice W. Lee and President Wil- 
son M. Compton of the State Col- 
lege. 

* 

Elmo H. Conley was elected a 
director of Security-First National 
Bank of Los Angeles, Calif., to re- 
place the late Tracy Q. Hall. Conley 
is a partner in the law firm of Gib- 
son, Dunn and Crutcher. 
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Woollen, Dart To Speak 
At A.1.B. Convention 


Evans Woollen, Jr., president of 
the American Bankers Association 
and J. Leroy Dart, former president 
of the A.I.B. will 
be guest speakers 
at the 47th An- 
nual Convention 
of the American 
Institute of Bank- 
ing to be held at 
the Hotel Mult- 
nomah, Portland, 
Oregon, May 30 
through June 3. 

Mr. Woollen, 
chairman of the 
board of the Fletcher Trust Co., In- 
dianapolis, Ind., will discuss the 
place of the Institute in the over-all 
program of the A.B.A. at the first 
general business session of the con- 
vention. 

At this same session, A.I.B. dele- 
gates will be welcomed to the con- 
vention by C. B, Stephenson, vice 
president of the First National Bank, 
Portland, and president of the Port- 
land Clearing House Association. 
Mr. Stephenson is general chairman 
of the convention. 

Mr. Dart, president of the Florida 
National Bank, Jacksonville, will 
address the final business session on 
June 3. 


Evans Woollen, Jr. 


* 


First National Bank Holds 
Dinner For 25-Year People 


A total of 526 First National Bank 
of Chicago old-time employees at- 
tended the dinner party given at the 
Palmer House for members of the 
bank’s Quarter-Century Club. The 
membership roll of the club carries 
the names of 410 employees. 

Department managers with long 
service records who were present at 
the dinner were George N. Gray, 49 
years; John A. Behrendt, 47 years; 
Charles J. Bjurstron, 46 years; Paul 
H. Mesenbrink, 44 years; Henry 
Neamann, 40 years; Herman Stein- 
brecher, 39 years; and H. Robert 
Sorensen, 32 years. 


* 


Merritt H. Perkins veteran as- 
sistant trust officer of the Colorado 
National Bank, Denver, Colo., has 
been appointed trust officer and 
head of the trust department. Mr. 
Perkins joined the bank in 1920, 
following extensive experience as a 
practicing lawyer in Indianapolis. 
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(Now is the time to order = 
(Christmas Savings Club supplies i 


Get exclusive benefits—Rand MSNally Savings Club Sys- 
tems feature use of registered, protective safety paper—for M4 
easier, more efficient handling of coupons. We also feature 


individualized systems—tailor-made to fit your every need. RJ 


Get the complete package—Rand MSNally Savings Club 


Systems contain all materials necessary for efficient, econom- 
ical operation of your Savings Club. Every type of system 


is available for Christmas Savings, Vacation, Tax Clubs. 


Write Rand M¢Nally—right now! For samples and com- f 


plete details. 


Me 
RAND MCNALLY & COMPANY %y 


} Systems Division ~~ 





536 S. Clark Street 
111 Eighth Avenue 


+ CHICAGO 5 
NEW YORK 11 





Irving L. Greene, 
Assistant General 
Sales Manager, 

The Todd Company 





Irving L. Greene, assistant gen- 
eral sales manager of the Todd 
Company, was named payroll sav- 
ings consultant of the U. S. Treasury 
Department. 


< soe 


Grenville S. Sewell has been ap- 
pointed a vice president of the Chase 
National Bank and will serve as 
associate legal counsel. 

* 

Seven officers of the First and 
Merchants National Bank, Rich- 
mond, Va., were promoted recently. 

Randolph W. Nuckols, Stewart K. 
Materne and T. Kenneth McRae 
were appointed vice presidents. 
John D. Whitehurst, T. N. Muhlfeld 
and William F. Penn, Jr., were made 
assistant vice presidents. John 
Tyler, Jr., was elected an assistant 
cashier. 
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Bank Of America Elects Staff Members 


Eight persons were added to Bank 
of America’s Quarter Century Club. 
The new members are Clarence 
Brown, Martin De Fazio, Horace 
Giannini, and George Rosman, all 


assistant cashiers. Other new mem- 
bers are Don M. Cameron, pro-as- 
sistant cashier, W. A. Hemborg, 
escrow officer, Robert Lawson, and 
Miss Belle Humphrey. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Apr. 4-5. Western Savings and Mortgage Con- 
ference, Hotel St. Francis, San Francisco, 
Calif. 

Apr. 24-26. Executive Council, French Lick 
Springs Hotel, French Lick, Ind. 

May 30-June 3. A.!.B., Annual Convention, 
Hote] Multnomah, Portland, Ore. 

June 20-July 7. Graduate School of Banking, 
Rutgers University, New Brunswick, N. J. 
Oct. 30-Nov. 2. 75th Annual Convention, San 

Francisco, Calif. 


STATE ASSOCIATIONS 


Apr. 8-9. 
querque. 

Apr. 9-12. Florida Bankers Association, Miami. 

Apr. 13-15. Georgia, Sheraton Bon Air Hotel, 
Augusta. 

Apr. 24-26. 
Biloxi, Miss. 

May 2-3. North Carolina, The Carolina, Pine- 
hurst. 

May 5-6. Oklahoma 
Tulsa. 

May 6-7. South Dakota, Alonzo Ward Hotel, 
Aberdeen. 

May 9-10. Maryland, Hotel Traymore, Atlantic 
City, N. J. 

May 9-10. South Carolina, Ocean Forest Hotel, 
Myrtle Beach. 

May 9-11. Missouri Bankers Association, Hotel 
Muehlebach, Kansas City. 

May 10-11. Tennessee, Hermitage Hotel, Nash- 
ville. 

May 11-12. 
apolis. 

May 12. Delaware, Wilmington Country Club, 
Wilmington. 

May 12-13. Massachusetts, 
House, Swampscott. 

May 12-14. New Jersey, Hotel Traymore, At- 
lantic City. 

May 17-18. Mississippi, Buena Vista Hotel, 
Biloxi. 

May 18-20. Kansas, Kansas City, Mo. 

May 18-20. Pennsylvania Bankers Association, 
Hotel Traymore, Atlantic City, New Jersey. 
May 22-24. California, Hotel, 

Pasadena. 


56 


New Mexico, Hilton Hotel, Albu- 


Lovisiana, Buena Vista Hotel, 


Bankers Association, 


Indiana, Claypool! Hotel, Indian- 


New Orleans 


Huntington 


May 23-25. Texas, Texas Hotel, Ft. Worth. 

May 25-26. Ohio Bankers Association, Nether- 
land Plaza Hotel, Cincinnati. 

June 13-17. American Institute of Banking, 
47th Annual Convention, Portland, Oregon. 

June 15-16. Illinois Bankers Association, An- 
nual Convention, Hotel Jefferson, St. Louis. 

June 16-19. New York State Bankers Associa- 
tion, Annual Convention, Monmouth Hotel 
and Essex and Sussex Hotel, Spring Lake, 
N. J. 


June 17-18. North Dakota Bankers Associa- 
tion, Annual Convention, Clarence Parker 
Hotel, Minot. 

June 20-22. Wisconsin Bankers Association, 
53rd Annual Convention, Schroeder Hotel, 
Milwaukee. 


June 23-25. Montana Bankers Association, 
46th Annual Convention, Old Faithful Inn, 
Yellowstone National Park. 

Oct. 11-12. Nebraska Bankers Association, 
52nd Annual Convention, Cornhusker Hotel, 
Lincoln. 


OTHER ORGANIZATIONS 


Apr. 4-5. Mortgage Bankers Association of 
America, Second Regional Clini-, Hotel Com- 
modore, New York City. 

Apr. 7-9. Pacific Northwest Conference on 
Banking, State College of Washington, Pull- 
man, Washington. 

Apr. 20-22. National Association of Bank 
Auditors and Comptrollers, Mid-Continent 
Regional Conference, Claypool Hotel, In- 
dianapolis, Ind. 

May 12-14. National Association of Mutual 
Savings Banks, Hotel Statler, Washington, 
D. C. 

May 18-20. NABAC, Western Regional Con- 
ference, Multnomah Hotel, Portland, Oregon. 

May 23-25. National Office Management 
Assn., Annual Office Equipment Exposition, 
Convention Hall, Philadelphia, Pa. 

May 25-28. NABAC, Eastern Regional Con- 
ference, Mayflower Hotel, Washington, D.C. 

Sept. 19-21. Mortgage Bankers Association 
of America, Annual Convention, Palmer 
House, Chicago, Ill. 

Oct. 23-26. NABAC, 25th Annual Convention, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 
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WATT when we design your 
KG bank’s new quarters! 


We approach bank designing from a “‘banker’s point-of-view.” 
Our first step is to study your particular bank’s business. 
Department-by-department we analyze its functional and 
equipment needs. These basic factors are then translated into 
architecture. This thorough approach to designing has enabled 
us to create some of the most efficient banking quarters in 
America today. In addition it has enabled us to develop a 
new kind of architectural beauty in our banking projects... 
for we have been able to fuse equipment and its arrangement 
into the very’ architectural scheme of our banks. 


specialized designing means lower costs, higher efficiency 


we work with banks every day in the year...we are bank 
building specialists! You will find our counsel and experience 
invaluable to the success of your new quarters. Our intimate 
knowledge of bank work-flow, arrangement and equipment 
makes it possible for our designers to affect savings for you in 
many phases of your project. Our proved planning techniques 
assure you a bank that can be operated at maximum efficiency. 


° 
OFFICES IN: NEW YORK, FT. LAUDERDALE, SAN FRANCISCO, ST. LOUIS 


We’ve handled 460 bank projects 
since the end of the war in Europe! . 


We've worked with bankers from coast-to-coast. 
If you are planning a new quarters project, we 6 k B . Q d . Q 
would like to work with you. Write today, get OW UA — 


the facts on our organization and its services! & : ‘ 
=—quinment Corporotion 


Omenricale mort experienced bank designers— 
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e ee e The integrity inherent in the name 
Allen-Wales on an adding machine is your 
onbe-ba-bahe-1- no) a. OL OL0N.0-U Od Gane) at tu oe Debate! 
DEPENDABILITY —three factors essential 


i Cot 4 ol) a= Vea dob avae- Lele bb ale mb aat-Vol abbal-Mol-sanebacet- baler? 


ALLEN W WALES 


ALLEN-WALES ADDING MACHINE DIVISION 
| OF 
THE NATIONAL CASH REGISTER COMPANY 

















